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“ONE GOOD FRIEND!” 


Walter Malloy, a Columbus citizen, wrote his will in rhyme. His 
general estate amounted to $14,000 but his life insurance with 
this and other companies exceeded $73,000. This will was widely 
-publicized when probated last September, especially Article V 
thereof which expressed his high opinion of life insurance as fol- 


lows: 


"The inventory won't be great 
There isn't much to my estate 
But who's that coming in the gate? 


The Life Insurance Man! 


"Here comes the cash, oh happy day. 
He'll foot the bill and go his way 
But every month he'll have to pay, 


That Life Insurance Man! 


‘Lo, many moons those checks will come 
For quite a tidy little sum, 
He's one good friend you must not shun, 


The Life Insurance Man!" 


The Midland Mutual Life Insurance Co. 


COLUMBUS 16, OHIO 
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FRIDAY, DECEMBER 10, 1948 








Do people “BUY”... 


. 





People rarely BUY life insurance 
—though most prospects recognize that they need 


They assume they can get life insurance later, and 
the need won’t be any greater then than now. 


They must be SOLD 


—on the immediacy of the need—jolted into the 
realization that next year, even tomorrow, may be 
too late. That is the job of the life underwriter. 


..or have to be “SOLD’’? 








In The Connecticut Mutual alone, 45 claims were 
paid last year on policies which had been in force 
it. The big problem is that most healthy men __ less than a year. The beneficiaries of these policies 
assume that they'll be just as healthy next year. are thankful that Connecticut Mutual agents did 


effective selling jobs. 


The table below contains a few of the Company's 
1947 “first year” death claims: Perhaps the story 
this table tells will help sell now, some prospects 
who are stalling. 



































f Benefits 
b Paid by Excess , Paid 
‘ Age Cause of Death yor Compony winch 
Occupation 
000.00 | $1,929.37 
32 | Acc. Crushing . stn * 000.00 4,929.05 
Foreman 31 Lobar Pneumonia 70.9 5,000.00 4,910.65 
Executive 48 Auto Accident — 25,000.00 23,806.50 
Merchant _ - 49 Acc. Drowning ped carci 9,856.95 
mga 30 | Acc. Electrocution | 143.05 4,000.00 3,930.96 
Physician 27 | Heat Prostration 69.0 12,000.00 11,634.48 
Farmer 38 Acc. Drowning pvr meen 973.40 
Manager 17 | Diving Accident 26. 17,236.78 17,017.18 
Seadent 36 | Poliomyelitis — 5,000.00 4,868.50 
_— a 27 | Lung Edema 131.50 ’ 
Gas Sta. Upr. r 
; : less than a year. 
95 policies on which there were claims in 1947, 45 were in force le 
Of 3195 polici , 
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Mail Order Men 
Submit Proposed 
Rules at FIC Meet 


Insurance Has Federal 
Baptism at Chicago 
Trade Practice Parley 


Assn. of Insurance Advertisers pro- 
posed a complete set of suggested trade 
practice rules to federal trade commis- 
sion conference for the direct-by-mail 
insurers held at Chicago, Wednesday. 

Wendell Berge of Washington, coun- 
sel for the association, stated in pre- 
senting the rules: 

“Fair play in advertising is what we 
ask in these rules. The federal trade 
commission offers an opportunity to 
define standards of fair play in insur- 
ance advertising. ur members are 
prepared to abide by the rules we pro- 
pose. We hope the other companies 
will follow our constructive move.” 
A.A. held a meeting at Chicago 
Tuesday with all member companies 
represented to put the finishing touches 
on the rules. E. J. Becker of Wilming- 
ton, the president, presided. Mr. Berge 
was assisted by A. A. Layne of his law 
firm, Posner, Berge, Fox & Arent. 
Charles Rowan, Milwaukee attorney, 
and A.I.A secretary, was on hand, 
The federal trade commission trade 
practice conference for mail order in- 
surance got under way at Chicago 
Wednesday morning, before a group of 
about 150, including members of Assn. 
of Insurance Advertisers, which is the 
organization that requested the confer- 
ence; state insurance department 
representatives including Commissioners 
Harrington of Massachusetts and Stone 
of Nebraska; representatives of insur- 
ance companies and organizations gen- 
erally; Roy Frank, solicitor for the Post 
Office department and head of the postal 
prosecution of mail order insurers, and 
Mike O’Sullivan, president of American 
Farmers of Phoenix, who was clad in 
theatrical sombrero and cowboy cos- 
tume. 


Hear From Commissioner Davis 


Commissioner E. L. Davis, who is 
quite elderly, started off by reading a 
speech. He is a southerner and comes 
down hard on the first syllable in pro- 
nouncing the word “insurance.” 

He said it is to be understood that 
“the fair trade practice rules established 
through these proceedings will not have 
application where the insurance is sold 
by duly licensed resident agents of an 
insurer.” Such restriction of the trade 
practice conference proceedings and 
tules so establised is not, however, to 
be regarded as delineating the jurisdic- 
tion of FTC to administer and enforce 
the federal trade commission act and 
certain sections of the Clayton act with 
Tespect to the business of insurance. 
_Henry Miller, chief of the trade prac- 
tices rules division, conducted the ses- 
sion, 

Among the FTC people on hand were 
Paul Cameron, chief of the rule mak- 
ing section, and David R. Staufer and 
W. J. Thomas, attorneys. When it 
came time to take up the proposed rules, 
they were read paragraph by paragraph 
by J. F. Kutak of Guarantee Reserve 
Life of Hammond, Ind. 

Mr. Miller emphasized that there 
will be a second hearing and that at 


XUM 


Emil Schram to 
Address N.A.I.C. 


Luncheon at N. Y. 


Emil Schram, president of New York 
Stock Exchange, will be the speaker at 
the luncheon next Tuesday during the 
convention of National Assn. of Insur- 
ance Commissioners at Hotel Commo- 
dore, New York. This luncheon is 
sponsored by the New York insurance 
companies. 

The commissioners and camp follow- 
ers were descending on the city in 
large numbers by Thursday and Friday 
of this week, and there are numerous 
committee gatherings scheduled around 
the city. The formal program, how- 
ever, starts with the meeting of the 
executive committee Sunday, Dec. 12 
at 2:30 p. m. with Allyn of Connecticut, 
chairman of that committee, presiding. 
Then there will be a meeting at 4 o'clock 
that afternoon of the committee on rates 
and rating organizations. The schedule 
that is of interest to life insurance peo- 
ule for the next three days follows: 


Monday, Dee. 13 


9 a.m.—A. &*H. gommittee, Knowlton, 
New Hampshire, chairman. Agenda: Re- 
port of subcommittee on standard provi- 
sions, report of subcommittee on minl- 
mun benefits and policy contents and ef- 
fect on Official Guide. : 

10 a.m.—Subcommittee on gain and loss 
exhibit, Dineen of New York, chairman. 

11 a.m.—Plenary session, Larson of 
Florida, N.A.I.C. president, presiding. 

Luncheon—Given by Passe Club Inter- 
nationale. : 

2 p.m.—Special committee on federal 
legislation, Forbes of Michigan, chair- 
man. Agenda: Report of subcommittee 
of all-industry committee on mail order 
and unauthorized insurance. 


Tuesday, Dec. 14 


9 a.m.—Life committee, Dineen, 
York, chairman. 

10 a.m.—Laws and legislation, Butler, 
Texas, chairman. 5 ; 

10 a.m.—Fraternal, Sullivan, Washing- 
ton, chairman. 

3: p.m.—Taxation and real estate, 
Pearson, Indiana, chairman. : 

3:30 p.m.—Subcommittee, central office 
supervision, McKenzie, Arkansas, chair- 


man. : 
4 p.m.—Examinations, Hodges, N. C., 


chairman, 


New 


Wednesday, Dec. 15 


9 a.m.—vValuation of securities, 
rington, Massachusetts, chairman. 

9 a.m.—Unauthorized insurance, 
Dickey, Oklahoma, chairman. 

10 a.m.—Social security 
Alexander, Iowa, chairman. 

11 a.m.—Plenary session. 

2 p.m.—Plenary session. 


Har- 


committee, 








least 15 days beforehand those inter- 
ested will be supplied with the draft 
rules that will be the subject of the 
gathering. He said this is a cooperative 
“affair.” The U. S. government and 
industry are to trade ideas. It is not 
an adversary proceeding. 

Mr. Berge said “fair play in advertis- 
ing is what we seek.” He said it is 
better to get a determination in advance 
of what the federal trade commission 
law means in respect of insurance than 
to make public examples of certain 
insurers. He said he was pleased to 
see others than A.I.A. members in the 
room and expressed the hope that their 
presence indicated approval of the pro- 
gram. 

The first sour note was struck by 
Moses Hubbard of Utica, who is gen- 
eral counsel of International Federation 
of Commercial Travelers Insurance Or- 
ganizations. He said what is being done 
here affects the entire industry and not 
just the mail order segment of it. He 
said the commercial travelers organiza- 
tions have been operating successfully 
and in the public interest for 50 years 
under state supervision. The industry 
and the states have been seeking to 

(CONTINUED ON PAGE 23) 


N.A.L.U. Committees 
Are Appointed 


Nearly 850 members of National 
Assn, of Life Underwriters have been 
appointed to 31 standing and _ special 
committees, President Clifford H. Orr, 
National of Vermont, Philadelphia, an- 
nounced, 

They represent 117 U. S. and Can- 
adian legal reserve life companies, and 
are located in about 240 cities in all of 
the 48 states, District of Columbia, 
Alaska, Guatemala and South Africa. 
Chairmen are: 

Agents, J. P. Costello, Southwestern, 
Dallas. 

Associations—State and Local, J. R. 
Humphries, Provident L. & A., Chatta- 
nooga. 

By-laws, C. W. Cox, Metropolitan, Pat- 
erson, N. J. ~ 

Compensation, H. C. Fisher, 
Washington, D. C. : 

Conservation—Quality Award, R. E. 
Imig, New York Life, Sheboygan, Wis. 

Convention Attendance, L. C. Callow, 
General American, Memphis, Tenn. 

Convention Program, F. H. White, Con- 
necticut Mutual, Buffalo. 


Aetna, 


Credentials, H. J. Syphus, Beneficial, 
Salt Lake City. 
Elections, R. L. Walker, Peninsular, 


Orlando, Fla. 

Extension, C. E. Cleeton, Occidental of 
California, Los Angeles. 

Federal Law and Legislation, Judd C. 
Benson, Union Central, Cincinnati. 

Field Practices, D. B. Fluegelman, 
Northwestern Mutual, New York. 

Finance, Harry Gardiner, John Han- 
cock, New York. 

Functions and Activities, F. H. Wen- 
ner, Connecticut Mutual, Utica, N.Y. 

General Agents and Managers, W. R. 
Hoefflin, Pacific Mutual, Seattle. 

Membership, H. R. Hill, Life of Vir- 
ginia, Richmond. 

Nominations, A. F. Priebe, Penn Mu- 
tual, Rockford, Ill. 

Past National Presidents, Jul B. Bau- 
mann, Pacific Mutual, Houston, 

Pension Trust Law and Legislation, 
A. J. Ostheimer III, Northwestern Mu- 
tual, Philadelphia. 

Public Information, F. L. Garrabrant, 
New York Life, Asbury Park, N. J. 

Publications, C. J. Currie, Mutual Life, 
Atlanta. 

Relations with Attorneys, Harold 
Smyth, National of Vermont, Hartford. 

Relations with Trust Officers, M. W. 
Margolis, Sun of Canada, New Bedford, 
Mass. 

Relations with Other Organizations, 
V. C. Gilbert, Equitable of Iowa, Port- 
land, Ore. 

Resolutions, J. R. Townsend, Sr., Eqi- 
table of Iowa, Indianapolis. 

Social Security, S. D. Weissman, Equi- 
table Society, Boston. 
Speakers Bureau, 

York Life, Boston. 

State Law and Legislation, W. R. Moss, 
Connecticut Mutual, Louisville; vice- 
chairmen, Kellogg Van Winkle, Equi- 
table Society, Los Angeles, and R. T. 
Wright, Provident Mutual, Lawrence, 
Kan. 

Underwriter Education and Training, 
E. L. Reiley, Mutual Benefit, Philadel- 
phia. 

Veterans’ Affairs, J. D. Marsh, Lincoln 
National, Washington, D. C. 

Women Underwriters, Miss Norma F. 
Wasson, Phoenix Mutual, Kansas City. 


I. S. Kibrick, New 





Hoosiers Let Ladies In 


A dinner-dance Dec. 20 will be the 
first function ever arranged by Indian- 
apolis General Agents & Managers 
Assn. to include wives. A “Mistletoe 
“en Party” will serve as the kick 
off. 


Pryor with Conn. Mutual 


W. H. Pryor, Connecticut Mutual 
Milwaukee, N.A.L.U. national commit- 
teeman for Wisconsin, was incorrectly 
identified in a recent issue as being with 
Mutual Benefit Life. 


Lincoln Voices 
Opposition fo 
Competitive Bidding 


Year’s Results Reviewed as 
Life Insurance Assn. of 
America Meets 


NEW YORK — Opposition to the 
practice of competitive bidding for secur- 
ity issues was expressed by President 
Leroy A. Lincoln of Metropolitan Life 
in his presidential address at the open- 
ing of the annual meeting of Life Insur- 
ance Assn. of America here. 

Mr. Lincoln pointed out that competi- 
tive bidding has not proved attractive 
to corporate borrowers and has been 
used only where required by regulatory 
authorities—by SEC for certain utilities 
and by ICC for railroads generally. He 
said that since in competitive bidding 
no investor or investment banker knows 
whether or not he will be the success- 
ful. bidder, he is not justified in putting 
in a great measure of time and expense 
in adequate investigation of the issuer 
in advance of the sale; sponsorship re- 
sponsibility on the part of the investment 
banker to either investors or issuers is 
greatly lessened and his function tends 
to become restricted merely to problems 
of pricing and distribution. No one rep- 
resenting the ultimate investor, he added, 
takes part in the discussions leading to 
the creation of the security. 


Private Placements Prove Useful 


Discussing private placements, Mr. 
Lincoln said they have demonstrated 
their usefulness and in a free economy 
the borrower should have a choice be- 
tween public and private sale. 

Life insurance represents small busi- 
ness both from the standpoint of the 
borrower and the investor, Mr. Lincoln 
declared. 

“Many companies are mutual and have 
millions of policyholders who are in 
many ways analogous to stockholders,” 
he said. “The average interest of these 
mutual policyholders in the success of 
their company is individually small and, 
while the company may be custodian of 
their savings, each and every one of 
them has, in his or her relatively small 
way, a keen interest in how the com- 
pany shall make its investments. In the 
light of this fact, he or she is a genuinely 
small investor and his or her status is 
as much entitled to consideration as that 
of what is called the ‘small borrower.’ 
This small investor may have an interest 
of a few hundred dollars in the invest- 
ments being made by his life insurance 
company but the so-called small bor- 
rower, as the term is envisioned by 
those who discuss the size of borrow- 
ings, is probably a corporation borrower 
of $1 million, more or less.” 


Mahoney Hearing Reviewed 


Most of Mr. Lincoln’s talk was a re- 
view of the recent hearing by the Ma- 
honey committee of the New York legis- 
lature, which is investigating company 
size and private placements, among 
other things. Proceedings of the hear- 
ing were reported in THE NATIONAL 
UNDERWRITER of Nov. 26. 

In his L.I.A. talk Mr. Lincoln dis- 
cussed at some length the soundness of 
debentures, of which there has been 

(CONTINUED ON PAGE 22) 
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C. of C. “Suspects” 
Congress to Act 


on SS Amendment 


WASHINGTON—The U. S. Cham- 
ber of Commerce, which has a research 
department and a committee on social 
security cooperating with the chamber’s 


insurance department “suspects” the 
new Congress will act on old-age and 
survivors’ insurance. 


Growing congressional sentiment that 
OASI amendments are “now necessary” 
is seen by the chamber. “Some increase 
in benefits is in the cards as a partial 
extension of coverage,” a chamber re- 
port says. 

As for health insurance, the chamber 
reports, “the threat of federal action 
draws closer, but the actual enactment 
of such compulsory legislation does not 
yet appear imminent.” 

When the new Congress takes up so- 
cial security for consideration it will 
have a mass of material to work on, 
including: 

(1) A report from the Senate health 
subcommittee due March 15 on health 
insurance and other health problems, 
which is expected to contain recommen- 
dations for legislation, though not so 
drastic as those in 

(2) Federal Security Administrator 
Ewing’s report on the nation’s health; 

(3) Report of the Hoover Commission 
on government reorganization, expected 
to contain “sweeping recommendations 
for changes in basic social security legis- 
lation,” according to the U. S. Chamber; 

(4) reports of the Social Security Ad- 
visory Council on OASI disability, pub- 
lic assistance and unemployment com- 
pensation; 

(5) the Calhoun report on issues in 
Social Security, prepared three or four 
years ago for the House ways and 
means committee. 


Urges Segregation of Funds 


Benjamin B. Kendrick, chamber social 
security analyst, urges legislation to seg- 
regate the so-called profit from the fed- 
eral unemployment tax and prevent di- 
version of “funds collected for one social 
security purpose or program...for use 
to support another purpose or program.” 
This profit.has been estimated at from 
$500 millions to over $1 billion, now 
incorporated in the so-called “George 
fund.” “Snowballing” of this fund, Mr. 
Kendrick says, should be prevented by 
adoption of a plan for offsetting 100% 
of the federal unemployment tax to 
employers. 

Discussing the changing purchasing 
power of social security benefits, Fred 
B. Lindsey, another research expert on 
the chamber’s staff, says consumer 
prices have increased 75% in ten years. 
OASI primary benefits averaged $22.20 
per month in 1940 and increased grad- 
ually to reach $25.03 during the first half 
of 1948, 

Taking 1940 as the base, because that 
was the first year monthly payments 
were made under all three social secur- 
ity programs, Lindsey says the “OASI 
index has shown a steady decline.” From 
100 in 1940 that year, the index dropped 
to 85 in 1943 and to 67 the first half 
of this year. 

Pointing out that OASI payments 
“are determined by formula,” Mr. Lind- 
sey says: “The average payment will 
slowly increase as workers with larger 
wage credits retire and receive benefits. 
This increase will continue as the pro- 
gram matures and if earnings rise. How- 
ever, if wages and prices remain consid- 
erably above the level prevailing when 
the OASI benefit formula was set up, a 
structural increase in benefit levels can 
be expected by a congressional rewriting 
of the formula.” 





Warns of Socialism 


Martin I. Scott, president of American 
Society of C.L.U., speaking before the 
Houston chapter, warned that this coun- 
try is on the brink of socialism because 






B.M.A. Chairman Honored on Birthday 





W. T. Grant, chair- 
man and founder of 
Business Men’s As- 
surance, is shown 
trying out the new 
desk chair presented 
to him on his birth- 
day, Nov. 30. 











of increasing bureaucratic government 
and lack of individual thinking. 

He said, “The growing tendency to 
seek government aid in the solution of 
every economic problem eventually could 
sweep this country into an era of regi- 
mentation and poverty. There is strong 
evidence that even now, the voters are 
mentally prepared to demand national- 
ization of industry and services at the 
sign of another war or depression.” 

Mr. Scott called attention to the 
profits of American industry last year as 
$28,700,000,000, with $11,300,000,000 paid 
out in taxes, and only $6,800,000,000 paid 
in dividends to stockholders. He would 
ask that legislators consider the replace- 
ment needs of industry before imposing 
an excess profits tax. In an interview, 


benefits to humanity. 
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THE COMMONWEALTH 
MAN=-A HAPPY MAN 


The Commonwealth man is a happy man. 


® 
He is happy because he enjoys the warm glow which comes 
from a deep conviction that his work is of genuine and lasting 
He is happy because he is proud of his 
service to his community, and proud of the respect which his 
community bestows upor him because of his services. 


He is happy because he sees first hand the good which his 
services perform for his friends. 


He is happy because he has found success and achievement 
in the life insurance career, and because he has found that 
career in Commonwealth, one of the largest, friendliest and 
the fastest growing Companies. 


The Commonwealth man is a happy man. 


Insurance in Force — October 31, 1948 — $385,088,985 


INSURANCE 


he stated that old age pensions should 
not be increased on a government basis 
but on industry. He stated that bureau- 
cratic influence is nct solely responsible 
for the trend toward socialism and that 
labor has had a hand. 





State Farm Managers Meet 


More than 55 managers from Michi- 
gan, Indiana and Illinois attended the 
regional conference of State Farm Life 
at Chicago. N. Eric Bell, Illinois state 
director, was in charge. Among the 
speakers were Morris Fuller, executive 
vice-president and Arthur W. Tompkins, 
agency vice-president. There are four 
similar conferences scheduled for other 
sections of the country. 
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Rep. Celler Asks 
Federal Control; 
Probe of Companies 


Rep. Emanuel Celler, Democrat, New 
York, in a press’ interview, in Washing. 
ton proposed federal regulation of jp. 
surance and a congressional investiga. 
tion of the five biggest life insurance 
companies, Mr. Celler who is scheduled 
to be chairman of the House judiciary 
committee in January, indicated that his 
committee would conduct such an inves. 
tigation. He said he would introduce 
a bill at the next session of Congress 
to extend federal regulatory statutes to 
life insurance companies, He centered 
his criticism on Metropolita Life, New 
York Life, Equitable Society, Mutual 
Life and Prudential, saying that these 
five “with their web of interlocking 
directorates, their concentration of eco. 
nomic power and self-perpetuation of 
directors and officers are able now to 
formulate a_ financial policy stronger 
than the policy of the national goOvern- 
ment itself.” 

Mr. Celler indicated that insurance 
legislation would get a No. 2 priority 
with his committee, “right behind the 
President’s civil rights program.” He 
asserted that the assets of the “big five” 
have increased over 1,000% in the last 
10 years. He said that the insurance 
companies now have more assets than 
the federal reserve banks. He charged 
the big companies with having used 
their funds for selfish ends rather than 
as trustees of the stockholders, the pol- 
icyholders and the people. 

In reply to these charges, Leroy A, 
Lincoln, president of Metropolitan and 
of L.I.A., termed Rep. Celler’s charges 
that the companies have used the funds 
for selfish ends, ridiculous and an affront 
to state insurance laws. The congress- 
man’s assertion that the companies are 
thwarting the administration’s anti-in- 
flation effort was branded by Mr. Lin- 
coln as entirely false. Regarding in- 
terlocking directorates among the five 
largest insurers, Mr. Lincoln said, “It 
would be interesting to ask the con- 
gressman to cite some instance.” 

Rep. Celler has repeatedly displayed 
hostility to large corporations, often in 
highly intemperate terms. Though 
slated to become chairman of the House 
judiciary committee in the new Con- 
gress, the views he expressed toward 
the life companies he attacked are 
hardly more typical of the attitude of 
Congress than if they had come from, 
say, Rep. Vito Marcantonio. Celler in- 
jected himself into the discussions lead- 
ing up to the passage of public law 15. 
He displayed a suspicious and un- 
friendly attitude toward insurance, 


Comment on Celler Statement 


The supervisory authority of one of 
the large eastern states, asked for his 
comment on the Celler statement, ‘said 
that “there is a very simple explanation 
for the great increase in the size of life 
companies. There has been a growth 
in the population, but the big impetus 
has been supplied by the inflationary 
trend. If Mr. Celler is interested in 
cutting down the size of the companies, 
he should concern himself with getting 
the government to stop debasing the 
currency. 

“Inflation is largely the result of gov- 
ernment policy, and all the government 
has to do is to put on the brakes.” 





Atlas General to Form 
Life Company in Mo. 


Atlas General Insurance Agency, Inc., 
St Louis, plans to organize a stipulated 
premium life insurance company under 
the laws of Missouri, and is offering 
$50,000 of preferred stock of the agency 
with a par value of $25 a share. 

Under the charter powers Atlas Gen- 
eral will subscribe for $30,000 of the 
capital stock of, the new company after 
its organization and become the exclu- 
sive general agent. 
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Economic, Legal Problems 
of Purchase-and-Lease 





NEW YORK — Some of the eco- 
nomic and legal problems with which 
case! will tbe faced as the industry 
takes advantage of the purchase- -and- 
lease of real estate, were discussed at 
the annual meeting of Assn. of Life In- 
surance Counsel here by John W. Mc- 
Pherson, assistant ‘counsel of Penn 
Mutual Life. 

The field is so new that as to taxes 
no cases have been found covering the 
construction of leases made by life com- 
panies under their legislative authority 
to invest in income real estate, he said. 
It is anticipated that the Treasury De- 
partment soon will take steps to fill this 
vacuum. It already has ‘been alleged 
that the purchase-lease is a scheme 
based on tax evasion. 
tutions: have been attacked in congres- 
sional hearings for capitalizing on their 
tax exemption when investing in pur- 
chase-leases, and the Treasury Depart- 
ment has added a question to its form 
of information return made by certain 
tax exempt institutions regarding in- 
come from  purchase-leases made’ by 
such institutions. 


Leases with Absolute Options 


It seems probable, he added, that leases 
with absolute options will be the first to 
come under attack. He believes the 
greatest security can be found for the 
tenant in the lease containing the re- 
jectable offer. 

The reasons given by corporations for 
purchase-lease transactions are several, 
he said. It enables them to concentrate 
on merchandising and avoid responsibil- 
ities of real estate ownership and man- 
agement. One statistician has estimated 
that working capital today brings a re- 
turn of 20%. 

The corporation which wants to re- 
tire its long term indebtedness or prepay 
a mortgage loan secured by its plant can 
sell the plant and apply the private pro- 
ceeds of the deal to the retirement of its 
debt. 


Tax Savings Controvers:al 


The matter of tax savings is contro- 
versial. The operating expenses are not 
necessarily less for the corporation un- 
der a lease than under outright owner- 
ship, but eventual savings may result in 
future years when and if the corporation 
elects one or more of the renewal pe- 
tiods of the lease. In that event the 
rentals will in all probability be consid- 
erably less than the rentals paid during 
the basic lease term. 

The expansion opportunities presented 
by lease arrangements may ibe the most 
important single reason for many of 
them today, Mr. McPherson said. The 
lessee often can indicate design and 
construction. It can expand without put- 
ting up cash, leaving its working cap- 
ital intact. It has not borrowed any 
money, The books show no liability 
except the rent due for the current pe- 
riod, and its credit position is not af- 
fected by the transaction. In theory, the 
process may be repeated any number of 
times. 


Advises Against Absolute Opticn 


Mr. McPherson suggested it would be 
advisable when preparing such leases to 
advise the prospective tenant against 
use of an absolute option to purchase 
if the tenant is to be secure in its posi- 
tion in claiming all rental payments as 
a necessary expense of conducting its 
business. This advice seems to be par- 
ticularly appropriate in purchase-lease 
transactions where the sale is made at 
cost of the land of the new _ build- 
ings, and the rentals, to be paid through- 
out the basic term of the lease, are equal 
to the purchase price of the land and 
improvements plus a return comparable 
to a secured investment. 

The lease with the rejectable offer has 
become the more acceptable procedure 
of lease cancellation and purchase, 
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Educational insti- 


though it does not assure a tenant the 
right. to reacquire its property. How- 
ever, it places the tenant in the position 
of canceling its lease if by reason of 
changed conditions the continuation of 
the tenancy is not economically justi- 
fied. He suggested the rejectable of- 
fer clause defeats any claim that may 
be made by the Internal Revenue De- 
partment and the tenant under such a 
lease as acquiring an equity in the leased 
premises. The lessor is always in the 
position of being able to reject the offer 
and suffer cancellation of the lease. It 
assures the lessor of real ownership 
status in the property and helps to cre- 
ate a bonafide relationship of landlord 
and tenant. 


Attract Limited Group 


‘Certain basic rules of income tax law 
explain why purchase-leases are attrac- 
tive to only a limited group of investors. 
Money received as rent is taxable to 
the recipient as income. Money received 
as payment of a debt to the recipient is 
regarded as a return of capital and is 
not income for tax punposes. Tax ex- 
empt investors—educational institutions 
or charitable corporations—are free to 
regard rental payments as their income 
in their entirety or as part income and 
part a return of capital. Although life 
companies must report all rental pay- 
ments as income for income tax pur- 
poses, their gross income is so reduced 
by deduction, appropriately authorized 
by the revenue act, to permit them to 
retain their reserves. ‘Thus the impact 
of corporate tax rates upon their rental 
income is less severe than in the case of 
ordinary business corporations. 

When, however, the same basic rules 
of income tax law are applied to the 
average taxpayer, it is apparent that if 


he invested in the purchase-lease he 
would be faced with a heavier income 
tax liability than if he invested the same 
amount of money in a mortgage, 

The mortgagor enjoys certain bene- 
fits in his position as owner of the prop- 
erty—he can take an annual depreciation 
on his property. This depreciation nor- 
mally can be spread over 40 or 50 years, 
depending on the age and construction 
of the building. He can take deduction 
for interest paid on his loan and for 
taxes assessed on the mortgaged prem- 
ises. When the loan is paid in full, the 
mortgagor retains the ownership of the 
premises, 

The lessee, by appropriate lease provi- 
sions, can arrange to make higher rental 
payments and thereby obtain larger de- 
ductions from gross income for the 
next few years when large profits are 
anticipated and then pay a lower income 
in low income periods. If the lessee 
elects to renew the lease at the end 6f 
the basic term, it will be freed from its 
heavier rental payments and may ben- 
efit by lower income tax rates then in 
force. However, if the lessee elects not 
to renew the lease and the lessor re- 
jects its offer to purchase, the lessee will 
be without a building. However, the 
real advantage enjoyed by a vendor- 
lessee is its ability to take all its deduc- 
tions on the building during the basic 
term of the lease rather than have them 
spread over the life of the building 
which its counterpart mortgagor would 
be required to do. The lessee in effect 
is squeezing the depreciation into 20 
years rather than spreading it over 40 
or 50. The tax advantage to the lessee 
relates to time rather than to amount. 


Testamentary Disposition 


Insurance practices which touch upon 
testamentary disposition were discussed 
by J. Verser Conner, general counsel 
of Commonwealth Life. 

The policy provides for payment of the 
proceeds to the wife of insured, after 
whose death the wife contracts with the 


(CONTINUED ON PAGE 21) 








amount of insurance. 





Value of Dividends 


The insured in this case was a chemist back in 1905 
when he applied for a Twenty-Payment Life policy of 
$2,000 at a semi-annual premium of $31.52, 
dends to remain with the Company to help increase the 


In 1925 the policy was full-paid and the insured from 
then on had no further premiums to pay. 
later he somehow lost the original policy and had to 
have a duplicate issued to him. 


Three years later he died, the former chemist by then 
having become an executive. 
premiums came to $1,260.80. The claim came to $2,000, 
the face of the policy, plus $1,444.31, the amount of 
insurance purchased by his dividends. 
due the beneficiary, his widow, was $3,444.31. 
will be held at interest with payments made quarterly. 


It is interesting that the insurance purchased by his 
dividends in this case amounted to $183.51 more than 
the amount of premiums he had paid. 
had been covered by the insurance for 43 years. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Iowa Life Patranage 
Dividends Criticized 


Examination Report 
Also Hits Service 
Contracts 


DES MOINES—An examination re- 
port of Iowa Life, operated by the Iowa 
Farm Bureau Federation, criticized the 
patronage dividends issued on the com- 
pany’s stock and service contracts with 
local farm bureau units, 

The report, based on a two year pe- 
riod ending Dec. 31, 1947, was filed with 
Commissioner Alexander. It contends 
that the life company set up two classes 
of common stock, each with substan- 
tially different rights and privileges, and 
one class received patronage dividends. 

Filed with the report was an opinion 
written by Kent Emery, assistant attor- 
ney general, which describes the patron- 
age dividends as illegal and in violation 
of the state statutes; that the patronage 
basis was also illegal because it prom- 
ises a return as an inducement to insur- 
ance; and that a provision prohibiting 
the transfer of stock by shareholders 
other than the Iowa Farm Bureau Fed- 
eration was unreasonable and void *be- 
cause it was against public policy. 

The opinion also stated that it was 
within power of the state to enforce the 
law in connection with the violations 
and that the state was not “estopped” 
from making complaint. It was pointed 
out in the opinion that the argument had 
been presented that the state was 
“estopped” because the commissioner of 
insurance, secretary of state, attorney 
general and state executive council had 
approved the filing of articles of incor- 
poration. 

The articles were approved Oct. 1, 
1944, when Charles R. Fischer was in- 
surance commissioner and different offi- 
cials than at the present were serving 
as attorney general and secretary of 
state. 

The opinion quoted a supreme court 
decision in the state of Washington that 

“an officer of the state can under cer- 
tain circumstances, condone past offenses 
against the law, ‘but he cannot grant 
indulgences to commit new or contin- 
uing offenses.” 

Iowa Life is a legal reserve stock com- 
pany and is one of eight service compa- 
nies operated by the Iowa Farm Bureau 
Federation including a casualty and 
a hail company. 


Equitable Distribution Doubted 


The examination report stated that 
because two methods were used in Pay- 
ing dividends and because of the “in- 
herent weakness of any patronage divi- 
dend it is doubtful that an equitable 
distribution of surplus has been made.” 

The report also stated that in discuss- 
ing the situation with officers of the 
company, the officers were of the opin- 
ion that after making some _ basic 
changes, the general idea of paying pa- 
tronage dividends to county farm bu- 
reau members and their families is feas- 
ible, if legally permitted and that with 
changes in its articles of incorporation 
the system can ‘be administered in a 
satisfactory manner. 

The report criticized other portions 
of its stock setup and recommended 
changes in its articles of incorporation 
to conform with its by-laws. The ex- 
amination pointed out the Farm Bureau 
Federation owns 254 shares of preferred 
stock and that its articles indicated the 
federation cannot own preferred stock; 
that 164 stockholders were not members, 
in good standing in the federation; and 
that no provision is made in the articles 
or by-laws for the call or retirement of 
preferred stock held by any one indi- 
vidual. : 

The service agreements criticized are 
those issued between the insurance com- 
pany and local county farm bureaus or 
county farm supply company. The 

(CONTINUED ON PAGE 21) 
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Williamson Tells 
of Emerging SS 
Benefits Pattern 


Lessons learned from an exposure to 
the evolution of social security came in 
for some frank discussion by W. Rulon 
Williamson, former actuary of the social 
security board and now actuarial con- 
sultant of the Wyatt Co. at the insur- 
ance conference of the American Man- 
agement Assn. last week in Chicago. 

Speaking on “The Emerging Pattern 
of Social Secruity Benefits,’ Mr. Wil- 
liamson said there are signs that “we 
are engaging in selfish conflicts, that we 
are trying to take away the fruits of 
work and competence and thrift, to 
build feather-bed rules, to quit early, to 
yield to the letter rather than the spirit. 

“There are evidences of an inversion 
of incentives, an appeal to the lazy, the 
ee the prodigal, the spend-it- 
a 


When each house of Congress makes 
its own studies on social security they 
have to rely on the social security or- 
ganization for more and more technical 
advice, he pointed out. When most of 


the persons working on the reports are 
from that organization and engage in 








SF STUDYING 


AGENCY IS A GROWING 
AGENCY. 


Speaking before the American Life 
Convention, Robert E. Murphy, Vice 
President and Manager of_ Agencies, 
California-Western States Life, said: 
“Recently we made an analysis of 
the business produced by the first 


group of students who completed 
our training plan (R & R_ Career 
Course). Je discovered that the 


average size policy of the group was 
$1600 above the company average 
and $1200 above their own previous 
average. . . his training plan is 
responsible for a higher average pro- 
duction per agent and a higher aver- 
age size policy and a higher renewal 
ratio.” 


RESULTS OF THE SECOND 
GROUP: In carrying out one as- 
signment of lesson 4 on Clean-Up 
Needs, the 137 agents in the second 
row sold a total of $2,400,000 of 
usiness for the week. “This is 
business which would not have been 
written had it not been for the as- 
signment in this course,” Mr. 
Murphy advises. 


SUGGESTION Why not start an 
R & R Career Course study group 
in YOUR agency January Ist? You 
and year men can obtain the same 
excellent results which earned such 
enthusiastic endorsement from Cali- 
fornia-Western States, their agencies 
and agents. We'll gladly send you 
additional details to substantiate our 
statement that — 


A STUDYING AGENCY IS A 
GROWING AGENCY. 


PAUL SPEICHER 
Managing Editor 
THE INSURANCE 
RESEARCH & REVIEW SERVICE 
INDIANAPOLIS ag 














doing most of the writing of the reports, 
there is a gain in continuity and a loss 
in the fresh view. 

Mr. Williamson focused attention on 
the relationship of OASI and public 
assistance and gave some figures. At 
the end of 1948, he said, out of 11,200,000 
citizens aged 65 and over, apparently 
344% are in institutions (most of them 
being supported by governments), 31% 
are working or the wives of workers, 
33%% are getting social security or 
public assistance benefits, and 32% have 
been too self-sufficient or honest or un- 
ambitious to collect from such funds. 

“The assistance portion averages 
monthly about % more than the ‘insur- 
ance’ beneficiaries. We then have four 
categories of jobless aged, one small 
group receiving full support in institu- 
tions, an ‘insurance’ group which has 
contributed rather nominally toward 
their benefits, an assistance group con- 
tributing nothing but receiving more, 
and a residual group which may have 
contributed in some cases to insurance, 
but missed the insured status, or con- 
tributed only through other taxes, or 
through charity, and receives nothing. 

“One category of beneficiaries try to 
show larger reported earnings in order 
to receive the larger benefits, another 
category talks poor in order to receive 
larger benefits. We have to talk about 
incentives to rationalize part of it, about 
actual need to rationalize another part, 
and the whole is a strange mixture of 
benevolence, business and governmental 
power.” 


Points To SS Evolution 


Mr. Williamson made a number of 
points that the evolution of present so- 
cial security programs for old age, 
orphans, and widowed mothers have 
brought forth. They are, in his words: 

We have inadequately considered the 
value of existing non-governmental fa- 
cilities of thrift and insurance—facilities 
too valuable to minimize or cancel. 

Our appeals to cupidity rather than to 
personal responsibility form an unsatis- 
factory basis for sound social programs. 

The assumption that citizens prefer to 
choose everything else rather than to 
meet their share in cooperative pro- 
grams speaks badly for the planners. 

f we let our citizens believe that the 
great majority are to get a bargain, we 
have to indicate the impact of the cost 
on the minority that is to meet the costs. 
Referring to “general taxation” is a 
lazy way to face that issue. 

When the coverage is the whole com- 
ged the deferred system is indefens- 
ible. 


Class Legislation Unconstitutional 


Time for sound analysis, actuarial, 
economic, accounting, tax-wise is im- 
perative in financial matters of this mag- 
nitude. 

Class legislation seems bound to lead 
to capriciousness, anomalies and dis- 
criminatory results in the operation of 
the plan. Class legislation seems to this 
observer unconstitutional in spirit. 

Terms which can be applied to the 
universal plan, to sections of the com- 
munity and to individual protection, lose 
clarity and value. Both “insurance” and 
“social security” have lost definiteness 
by the freedom of their use. 

Inadequate study has been accorded 
by tax men, economists, financial men 
and insurance men. This study should 
consider the objectives of social security, 
the necessary and sufficient conditions 
for achieveing the objectives, and the 
differences between other plans and a 
broad national program. 

In America social security should 
probably be of less importance than in- 
dividual protection or than mass pro- 
tections like the group coverages or em- 
ployee retirement plans. Adopting the 
word “insurance” necessarily forces a 
yet-to-be-developed story of the differ- 
ences between other insurances and this 
one. The differing selection of risks and 
the composition of the “coverage” must 
be outlined. 

The use of the word “budgeting” 
helps to emphasize the maturity of the 
approach necessary to an American pro- 
gram of serious import. 


Downey Proposals 
May Halt Standard 
Provisions Revision 


Commissioner Downey of California 
has prepared and sent to the A. : 
committee of National Assn. of Insur- 
ance Commissioners his suggestions for 
amendments to the proposed revisions 
to the standard provisions law. He has 
made extensive editorial changes and 
several major recommendations. : 

Revisions to the standard provisions 
law have been under consideration for 
more than 18 months by a committee of 
the N.A.I.C. A. & H. committee. It was 
expected that a new uniform law could 
ibe presented at the New York city 
meeting of N.A.I.C. on Dec. 12, but 
the appearance of Mr. Downey’s new 
ibill at this time may cause a postpone- 
ment until the June gathering. This 
would mean that action by state legis- 
latures in most cases would have to be 
deferred until 1951. ; : 

One of Mr. Downey’s suggestions is 
that the incontestable clause time limit 
be reduced from three to two years. 

Another recommendation is that a 
commissioner “may separately for each 
class of policy, as defined by him, pro- 
mulgate from time to time by rule, after 
hearing following proper notice, the 
exact wording to be used for each of the 
standard provisions in all policies of 
such class of policy, giving due regard 
in the making of such rules to the pro- 
visions and purposes of this act. After 
the effective date of any such rule, the 
commissioner shall refuse to approve 
any policy not in conformity therewith.” 

The other amendments apparently are 
not as major, but they are extensive. 
If Mr. Downey’s revisions are taken up 
by the subcommittee, it is thought that 
it will be impossible for the committee 
to issue a report at the meeting next 
week. 

The letter and amendments were sent 
to the full A. & H. committee as well 
as the subcommittee, and to A. & H. 
trade associations, and “other interested 
persons,” 





1,700 in L. U. T. C. Courses; 
Big Future Foreseen 


Enrollment in the 1948 Life Under- 
writer Training Council courses is more 
than 1,700, substantially exceeding the 
pre-enrollment estimate of 1,500. About 
70% are members of the National Assn. 
of Life Underwriters. About 20% of the 
total enrollment is made up of assistant 
managers, agency heads and there are 
21 from home office training depart- 
ments. There are 58 classes in 46 eastern 
and southern cities. These include four 
pilot classes in section II. Three cities, 
Boston, Detroit and New York, are 
conducting three or more classes in 
section I, while two classes are being 
held in Newark, New Orleans, and 
Westchester county, N. Y 

Based on present induction rates there 
is an annual potential of about 9,000 en- 
rollees, according to E. L. G. Zalinski, 
managing director of the course. This is 
based on the L. I. A. M. A. average 
induction rate in recent years of 18,000 
agents and allowing for a 50% first year 
turnover. In addition. there are some 
150,000 agents already in the life insur- 
ance business. 

A number of C. L. U.s are enrolled in 
the L. U. T. C. courses and Mr. Zalinski 
believes that the L. U. T. C. courses 
will prove a tremendous feeder for C.L.U. 
courses and will help cut down the 
percentage of failures among C. L. U. 
examination takers. 





Discuss Alcoholics 


(Chicago Home Office Life Under- 
writers Assn.’s regular dinner meeting 
was highlighted by discussions by 
Homer Pratt of the B.A.R.E. and O. E. 
Crook of Washington National concern- 
ing the case clinic held at the Home 


Office Life Underwriters Assn. conyen. 
tion in Washington, D 

Effectiveness of the organization “Aj. 
coholics Anonymous” was discussed, It 
was the consensus that where an appli. 
cant showed active membership in this 
organization it assumed more impor. 
tance than would a history of a so-called 
“cure.” The voluntary effort toward 
correction was felt to be much more 
certain of permanence. 

Risks in this class who have not 
touched liquor of any kind for a period 
of at least two years are acceptable for 
life insurance on a rated basis with the 
extra rating subject to reduction each 
year until it is eliminated entirely. 

The increasing underwriting impor- 
tance of personal aviation activity was 
also discussed and a request was made 
for a speaker on this subject at the next 
meeting. 





Wertimer Heads 
N. Y. Exam Board 


Sidney Wertimer, Buffalo manager of 
Prudential, was elected chairman of the 
New York state in- 
surance department 
advisory board on 
life examinations at 
a meeting held in 
the office of Super- 
intendent Dineen 
in Albany. Mr. 
Wertimer, one of 
the original nine 
members, succeeds 
Frank H. Wenner, 
general agent of 
Connecticut Mu- 
tual at Utica, chair- 
man since 1938. 

The board acts 
in an.advisory capacity to the department 
on problems affecting the establishment 
of minimum standards of qualifications 
for new agents’ licenses. It meets twice 
a year. 

Clarence Metzger, director of agency 
training of Equitable Society, was elec- 
ted vice-chairman. In addition to Mr. 
Metzger the New York domestic com- 
panies were represented by Donald 
Parker, substituting for Vice-president 
Dudley Dowell of New York Life; and 
Cecil J. North, vice-president of Metro- 
politan Life. 

Field members of the board at. the 
meeting in addition to Messrs, Wertimer 
and Wenner, included Elmer Beesley, 
general agent of State Mutual at Syra- 
cuse; E. R. Gettings, general agent 
Northwestern Mutual at Albany; Sam- 
uel Godfrey, manager of Metropolitan at 
Troy and Spencer L. McCarty, Provi- 
dent Mutual, Albany, executive secre- 
tary of the New York State Life Under- 
writers Assn. 


School for Farm Bureau Men 


Thirty-two new district managers of 
the Ohio Farm Bureau insurance com- 
panies attended a school in sales man- 
agement at Columbus with Bowman 
Doss, agency vice-president, in charge. 

There were 25 periods devoted to the 
major phases of the district manager's 
job, these including leadership, selection 
and training of agents, business manage- 
ment, and self improvement. 

The school is an annual event for all 
men who have been promoted from 
agent to district manager during the 
previous year. 

At the banquet Mr. Doss and Frank 
Cooperrider, director of the three in- 
surers, spoke. 

Members of the home office and field 
management forces that conducted the 
course were Stanley J. Clough and Rob- 
ert W. Heffner, directors of agency 
training; G. S. Hough and Howard 
Hutchinson, superintendents of agents; 
H. P. Dickerson and T. Gibson, 
special sales representatives; C. M. Be- 
dell, Franklin, Pa., field supervisor; R. 
W. Crawford, Cincinnati, field supervi- 
sor; Norman J. Denlinger, Columbia, S 
C., state agent; George J. Wolf, Colum; 
bus, field supervisor, and W. J. Keyser 
Clarksburg, W. Va., state agent. 





Sidney Wertimer 
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C.A.L.U. 60th Birthday Is 
Started by Drive for Members 





Members of the Chicago Assn. of Life 
Underwriters are celebrating that organ- 
ization’s 60th birthday, which was Tues- 
day, in a most practical way by a whirl- 
wind campaign with a goal of 1,000 new 
members. The campaign was announced 
at the advisory council meeting Sept. 24 
but did not really get under way until 


a kickoff breakfast was held Nov. 23. 
Paid membership Sept. 24 was 2,108 
and this week it was 2,325. In the mean- 
while, however, there has been a loss 
of 47 members through resignations, 
moving away, etc., so the actual increase 
in the period has been 264 paid mem- 
bers. This is the highest mark the as- 








the baby arrived. 


another. 


ae fey %, 


‘When a new father first hears about Family 
Income he often asks if it can be added to 
his old policies—the ones he bought before 


We always tell him “Yes.” If it’s an Occi- 
dental policy, we add our regular Family 
Income Rider, $10, $15 or $20 per month 
per $1,000 of basic insurance. 


But if his existing insurance isn’t in Occi- 
dental, we still say “Yes.” 


Occidental’s Income Protection policy is a 
Family Income-type supplement for any 
policy in any company. It’s simply Family 
Income without a basic policy—the Family 
Income solution for the man who already 
owns his basic policy and can’t afford 


Insurance buyers who can't add Family 
Income to their old policies get the same 
benefit through Income Protection which 
pays any selected monthly income for any 
selected period—10 to 50 years. 















WITH 


INSURANCE COMPANY of CALIFORNIA 


V. H. JENKINS, Senior Vice President 


“WE PAY AGENTS LIFETIME RENEWALS — THEY LAST AS LONG AS YOU DO” 





Can YOU Qualify? 


Are you ready for an appointment as General Agent for this Company? 
Your city may be one of the dozens where our expansion program 
provides an excellent opportunity. The requirements are a good pro- 


duction record, a good reputation, ambition, and the ability to build a 
strong, aggressive agency. Our portfolio includes a wide range of 
practical, streamlined Accident, Health, Hospitalization and Life 
policies, backed by 40 years’ service to policyowners. If you can qualify 
and want to know more about a direct Home Office connection, write to 


Federal Life & Casualty Co., Detroit 2, Mich. 





sociation ever has reached. In 1941 it 
led the country with 2,110 paid mem- 
bers. Spark-plugging the campaign are 
Joshua B. Glasser, Continental Assur- 
ance, and Raymond E. Storck, Metro- 
politan, co-chairmen. 

Although the present organization was 
founded in 1888, there had been a less 
formal association of agency heads in 
Chicago since 1869. Charles F. Axelson, 
special agent Northwestern Mutual, who 
was C.A.L.U. president in 1926 and also 
is past president of the Illinois associa- 
tion, in notes which he has taken from 
the quite complete records over the last 
60 years preparatory to writing a his- 
tory of the associatién, shows that at 
the organization meeting Dec. 7, 1888, 
A. L. Chetlain of John Hancock pre- 
sided and C. S. Smith, Penn Mutual, was 
temporary secretary. 

J. W. Janney, Provident Life & Trust, 
was elected first president; General 
Chetlain, first vice-president; W. 
Cwymmer, Phoenix Mutual, second vice- 
president; J. H. Nolan, Travelers, secre- 
tary, and John E, Dean, Northwestern 
Mutual, treasurer. A second meeting 
was held Jan. 15, 1889, at which the 
roster of 14 charter members was in- 
creased to 29 and L. A. Spicer of Man- 
hattan Life was named treasurer due to 
resignation of Mr. Dean. 

The 14 men attending the organization 
meeting and becoming charter members 
were General Chetlain, Ira J. Mason, 
Aetna Life; J. H. Strong, United States 
Life; E. P. Roberts, Massachusetts Mu- 
tual; Mr. Spicer; J. K. Stearns, Connec- 
ticut Mutual; G. L. Wrenn, State Mu- 
tual; W. J. Plows, Jr., National of 
Vermont; B. P. Hinman, Penn Mutual; 
C. A. Weidenfeller, Metropolitan; G. E. 
Parrish, Union Mutual; O. P. Curran, 
Equitable Society, and C. S. ‘Smith, 
Penn Mutual. 


Rotation Policy Since 1922 


All these men were general agents or 
managers but later a number of field 
agents became members. In 1917 due to 
belief of the latter that the agency heads 
were not sufficiently interested in stamp- 
ing out rebating and twisting evils be- 
cause this might affect business volume, 
a number of the field agents organized 
a Field Men’s Club to war on these evils, 
and this operated until Dec. 21, 1922. 
At that date agreement was reached be- 
tween the agency heads and field agents 
for equal representation in the associa- 
tion on the directorate, and rotation of 
these as officers. This policy, which still 
is in existence, has brought many hun- 
dreds of debit men into the association 
and broadened the activities so they are 
interesting to all elements in the busi- 
ness. 

The association has been distinguished 
for its active legislative work, which has 
been led outstandingly in recent years 
by Mr. Axelson, Charles B. Stumes of 
Penn Mutual, who was president in 1938, 
and the late Norris D. Bokum, Massa- 
chusetts Mutual. When Mr. Bokum 
died, Philip B. Hobbs of Equitable So- 
ciety volunteered to take his place in 
this work, and they did a great deal for 
the business in helping to develop the 
life insurance portion of the present IIli- 
nois insurance code. 

Since its passage, Mr. Axelson has 
been the one mainly to carry on, but he 
was aided in the last legislative session 
by Robert R. Reno, Jr., of Equitable 
Society, the present C.A.L.U, president. 
Earl M. Schwemm, Great-West Life, 
now is legislative committee chairman. 


Many Legislative Acievements 


Among legislative achievements of the 
association were securing passage of acts 
outlawing rebating and twisting and im- 
posing heavy penalties of fine or jail 
sentence upon conviction. It was largely 
due to association work that the rebat- 
ing law provision imposing equal penalty 
upon the accepter of a rebate was 
adopted. 

There have been many other activities 
which have helped to make the business 
cohesive at Chicago and brought about 
a high degree of friendliness and co- 
operation between individuals and agen- 


‘Study Idea in N.Y. 
of State Criminal 
Law on A. & H. Sales 


One of the subjects to be taken up at 
the meeting of the New York state joint 
legislative committee Dec. 16-17 at New 
York City, is the desirability of legisla. 
tion to provide for injunctions and crim. 
nal action to prevent sale of unauthor- 
ized mail order A. & H. policies in the 
state. The joint committee is headed 
Senator Walter J. Mahoney of Buffalo, 

Mahoney said that unless the state 
takes immediate steps to halt sales, by 
such insurers, action may be taken by 
the federal government. It may be nec- 
essary to provide for criminal prosecu- 
ton of violators in order to guarantee 
continued regulation of insurance at the 
state level. He said he felt confident 
that other states would copy what New 
York does and this would put an end to 
the operations of companies that employ 
misleading advertising and soliciting to 
sell worthless policies. 

Consideration will be given to the legis- 
lative formula controlling the amount 
life insurance companies may expend to 
obtain new business. The smaller com- 
panies have complained that the statute 
is unduly restrictive to them. 








cies. Significant of the importance of 
C.A.L.U. in the association movement 
in this country, five Chicagoans within 
relatively few years have been elected 
president of the National association. 
In chronological order these are the 
late S. T. Whatley, Aetna Life; the late 
Alexander E. Patterson, Penn Mutual; 
Charles J. Zimmerman, Connecticut Mu- 
tual; Harry T. Wright, Equitable So- 
ciety, and Mr. Hobbs. Three of these 
rose to even higher posts, Mr. Whatley 
becoming agency vice-president of the 
Aetna, Mr. Patterson president of Mu- 
tual Life, and Mr. Zimmerman joining 
the L.I.A.M.A, staff at Hartford. 

The Chicago association was relative- 
ly small and ineffective until Walt 
Tower became its managing director in 
1929 and Joy M. Luidens, who now is 
the executive secretary, became his sec- 
retary. Previously Clinton F. Criswell 
as executive secretary for several’ years 
had increased the membership mod- 
erately. 

Membership under Mr. Tower’s direc- 
tion doubled to 1,070 in 1935; under 
Miss Luidens who took over when Mr. 
Tower died in January, 1936, the record 
total of 2,110 was reached in 1941, 


Guardian Life Holding 


Management Conferences 


Guardian Life is holding a series of 
management meetings at its home office 
in New York City to discuss the com- 
pany’s plans for recruiting and_ training 
field personnel during 1949. The first 
meeting Nov. 30-Dec. 1, was attended 
by 10 assistant managers and supervisors 
from Atlanta, Brooklyn, Detroit, Jack- 
sonville, Minneapolis, New York City, 
Philadelphia and San Francisco. 

Eleven managers will attend the next 
meeting, December 14-16, and _ other 
groups will go to the home office during 
January and February. 


Sylvester W. & S. Editor 


S. D. Sylvester, associate editor of 
Western & Southern Life publications, 
has been named editor, succeeding the 
late William H. Klusmeier. Mr. Syl- 
vester started with Western & Southern 
in Cleveland in 1936 and was appointed 
to his previous position in 1945. He 
has assisted Mr. Klusmeier in advertis- 
ing and promotional work and also in af- 
ranging company convention details. 


John P. Smith, manager of Prudential 

New York district nine, has been ap 
pointed manager of district one 4 
Yonkers to succeed Harry Rosenwassely 
retired. 
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Urge Adoption of Suggested 
Changes to Tax Regulations 


The Life Insurance Assn. of America 
and the American Life Convention, sub- 
mitted views and arguments in connec- 
tion with the proposed amendments to 
the estate and gift tax regulations. | 

Submitted for consideration were six 
suggested changes, all with respect to 
the proposed estate tax regulations. The 
suggestions represent a composite view 
of a great number of life insurance 
companies which were requested to sub- 
mit their views regarding the proposed 
regulations. The associations said adop- 
tion of the substance of the suggestions 
is of first importance to the life insur- 
ance industry. The proposals: 


Estate Tax Regulation 


1. It is strongly urged that the regu- 
lations give specific recognition to the 
situation, so often present in settlements 
under life insurance contracts, whereby 
a part of the proceeds of a single con- 
tract is payable under an interest or in- 
stallment arrangement to a surviving 
spouse, with full power of appointment 
during her lifetime or as respects all 
amounts payable after her death, while 
the remaining part of the proceeds un- 
der the contract is payable to some other 
beneficiary or in some other manner. 
There is also the situation where an in- 
sured may have a number of policies, 
with one settlement agreement covering 
the manner of payment under all of 
them. As in the case of a single policy, 
a part or share of the total amount un- 
der all of the contracts may be payable 
toa surviving spouse in a manner wholly 
qualifying for the marital deduction, 
while the remaining portion of the 
amounts payable under one settlement 
agreement would not so qualify. The 
interest in the part of the proceeds so 
passing to the surviving spouse, whether 
under a single policy or under a single 
agreement plan involving multiple poli- 
cies, is just as much an “interest in 
property” as any other part or share 
of property which passes from the dece- 
dent to the surviving spouse. The situ- 
ation is similar to the creation of sev- 
eral trusts under a single trust agree- 
ment. 

ae * ” 

It is pointed out, however, that with 
respect to life insurance, endowment and 
annuity contracts, condition requires 
that “the surviving spouse must be en- 
titled to all amounts payable under such 
contract during her life.” It has been 
suggested that the requirement that “all 
amounts payable under such contract” 
might be construed as disqualifying an 
otherwise perfectly satisfactory settle- 
ment plan consisting of only a share of 
the proceeds of a single contract or a 
share of the amount payable to the sur- 
viving spouse pursuant to a single set- 
tlement agreement involving multiple 
contracts. While qualification of a por- 
tion of the proceeds may be fairly im- 
plied from paragraph (d) of the regu- 
lations as presently written, particularly 
when reference is made to. paragraph 
(c) pertaining to trusts, innumerable 
arguments, explanations and conjectures 
already raised by many individuals con- 
versant with the subject will be avoided 
if sufficient recognition is given to this 
frequently met factual situation. Ac- 
cordingly, we suggest the incorporation 
of the substance of the following clause: 

“If the proceeds of a life insurance, 
endowment or annuity contract are 
clearly divided into separate portions 
or shares, or if the aggregate proceeds 
of several such contracts combined in a 
single settlement agreement are divided 
into separate portions or shares, and the 
surviving spouse is entitled to all 
amounts payable during her life under a 
particular portion or share, and the sur- 
viving spouse is given the power, exer- 
cisable in favor of herself or her estate, 
to appoint all amounts held by the in- 
surer under such portion or share, con- 
ditions (1) and (3), respectively, are 
Satisfied as respects said portion or 


share. 
* * * 


2. Proposed Section 81.47a(d) is con- 
cluded by the following sentence: 

“An example of a power which is not 
exercisable by the surviving spouse in 
all events, as required under condition 
(4), is a power under a policy of insur- 
ance on the decedent’s life which may 
hot be effectively exercised by such 
Spouse unless she is living at the time 
the insurer receives proof of the death 
of the insured.” 

It is urged that the following sentence 
be added: 

“On the other hand, a power which is 
exercisable by the surviving spouse from 
the moment of the insured’s death, is 
exercisable in all events, as required un- 
der condition (4), even though the in- 
surer may require proof of the dece- 
dent’s death as a condition to making 
any payment pursuant to the exercise 
of the power.” 

A number of companies are greatly 
disturbed by the implications of the con- 


VIIM 


cluding sentence of paragraph (d), first 
quotéd above without clarification, in 
that this sentence might be interpreted 
to deny the marital deduction on the 
basis of a requirement that in no way 
disturbs the broad control in the sur- 
viving spouse envisaged by paragraph 
(G) of code section 812(e)(1). Our sug- 
gestion for clarification does no more 
than to recognize the necessity for the 
perfectly logical requirement, inherently 
necessary to the life insurance business, 
that proofs of death shall be furnished 


the company before it makes settlement 
of any claim. 

Under the contracts of most companies, 
the full and complete enjoyment by the 
beneficiary of the benefits under the 
contract, including the exercise of the 
essential powers required under subpara- 
graph (G), is in no way postponed or im- 


paired. 
* * s 


3. As in the case of trusts, it is felt 
that the regulations regarding insurance 
should recognize that proper adminis- 
trative requirements on ‘the part of the 
insurer are not inconsistent with the 
provisions of code section 812(e)(1)(G) 
nor inconsistent with respect to condi- 
tions (1) through (5), inclusive, of para- 
graph (d) of section 81.47a of the pro- 
posed regulations. Such reasonable ad- 
ministrative requirements should not 
have the effect of disqualifying the pro- 


ceeds for the marital deduction: unless 
they evidence an intention to deprive the 
surviving spouse of enjoyment of the in- 
come or the powers of appointment en- 
visaged in subparagraph (G). Accord- 
ingly, we suggest that the regulations 
include the following provision, to be 
inserted as a paragraph immediately fol- 
lowing the sentence the inclusion of 
be Loca: | is suggested under recommenda- 
tion 2: 

“Provisions for reasonable administra- 
tive requirements of the insurer respect- 
ing the exercise of a power of appoint- 
ment in favor of the surviving spouse 
or in favor of her estate will not have 
the effect of disqualifying the proceeds 
for the marital deduction unless the ad- 
ministrative requirements evidence an 
intention to deprive the surviving spouse 
of the beneficial enjoyment contemplated 


(CONTINUED ON PAGE 22) 











IF THERE is any man in this country who has had 
more enjoyment living in this world than I, I 
would certainly like to meet him. We could have 
a lot of fun together. 


Every bit of it has been, and still is, wonderful. 
I have always gotten a big bang out of acting. as 
United States Government Guide through the 
Rocky Mountain National Estes Park area. And 
there is no hobby in the Book of Hobbies that 
appeals to me as much as fishing. 


I have a ranch in the Rockies. Also a ntountain 
cabin in which is what I call my “Altar of Friend- 
ship.” And many an evening I have sat before the 
open fire wondering how Steve Hewes ever got so 
much that meant so much. Looking back over 
my 43 years as a representative of The Union 
Central Life Insurance Company, I realize it was 
because I was in the best business in the world 
with the best company in the business. 


My future is more secure because I secured the 
future of countless widows; set up my personal 
retirement by enabling so many others to retire; 
gained independenéé“by making others indepen- 
dent. And now, each month, I get a substantial 
pension check from The Union Central as an 
expression of thanks for my years of faithful 
service. Can you beat it! 


STEVE B. Hewes, Akron, Ohio, Agency. 


* * * 


Money Every Month .. forthe Agent 


Through a liberal Pension Plan devised by their Company, 
substantial monthly checks go to qualified members of 
The Union Central Quarter Century Field Club who have 
reached retirement age after 25 or more years of con- 
tinuous service. This plan means security for The Union 
Central Agent who has made a career of providing security. 





THE Uboton Central wre wsurance co. 


CINCINNATI, OHIO 
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Tells Pessiations to Obesrve in 
Making Insurance Gifts to Minors 





Precautions that should be observed 
in insuring children so as to take ad- 
vantage of gift tax exclusions were dis- 
cussed by Bert C, Bentley, Chicago at- 
torney, at the Chicago C. L. U. meeting. 
He said this field presents many oppor- 
tunities not only for direct sales but 
in such collateral situations as a grand- 
parent’s insuring the life of his son or 
daughter for the protection and benefit 
of grandchildren. 

Mr. Bentley warned of the distinction 
between present and future interests. If 
it is desired to make a gift of insurance 
and take advantage of the annual gift 
tax exclusion amounts then the gift 
must be of a present interest, not of a 
future ‘interest. , 

Mr. Bentley advised consideration of 


discounting of premiums in view of the 
possibility that with the eventual inte- 
gration of gift and estate taxes annual 
exelusions will be abolished. Using the 
discount method, an annual premium of 
$1,000 with the second or third pre- 
miums discounted, using up the full 
$3,000 a year exclusion, followed by a 
similar procedure year after year, if 
possible, until all premiums to maturity 
have been paid might gain the advan- 
tage of the exclusion before the law is 
changed. 


Discount Is Non-Taxable 


An added advantage is that the dis- 
count allowed is interest and hence non- 
taxable income both as to donor and 
donee. If a joint gift of husband and 











* An outstanding contract. 
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They know they have a contract second to none. 
They know their policies are leaders in value. 
They know Anico is an Agent and 
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The average length of service of our General Agents... 
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wife, the actual annual premium could 
be $2,000. Under this arrangement, it 
annual exclusions are abolished, perhaps 
four or five years from now, premiums 
will have been paid to a point where 
policy values are worth while. 

Mr. Bentley pointed out that the gift 
must be a completed gift to obtain all 
the anticipated benefits. This leads to 
the question of policy control. Even 
with older children, many parents would 
hesitate to give a minor absolute rights 
to surrender a policy for cash or bor- 
row against the cash value, yet if the 
parent making the gift retains control 
there is the question of whether he or 
she has made a completed gift. 

Control of the incidents of owner- 
ship by the donor parent, if improperly 
exercised, might nullify an attempted 
gift, resulting in the property or money 
being given away being included in the 
estate of the parent for estate tax pur- 
poses. If a donor parent retains control 
he must not use that control in any way 
for his own personal benefit or to re- 
fieve himself of obligations, such as sup- 
port and education. Despite warnings, 
and even in spite of some kinds‘of re- 
strictive endorsements, donor parents do 
and will make improper use of their 
control powers, Mr. Bentley warned. 
Yet if they are confronted with an un- 
expected tax cost the agent will be held 
to blame. 


Shouldn’t Retain Ownership Incidents 


Mr. Bentley said he does not think 
it good policy for the donor parent to 
retain control of incidents of ownership 
Or any part of them, nor even to give 
control to the mother. It would be far 
better to give a trusted third person 
full power of all incidents of ownership 
in all cases where the minor child is 
young. If a grandparent or uncle or 
aunt is donor, then giving the parent 
control is ordinarily safe so long as the 
parent is not expected to pay the sub- 
sequent premiums. 

Special endorsements should include 
that provision for the time when full 
control goes to the insured child auto- 
matically on attaining a stated age. 

question which should be consid- 
ered, but which Mr, Bentley said he 
would not attempt to answer, is whether, 
if the policy given by the donor upon 
which he continues to pay premiums is 
a participating policy are the dividends 
income to the donee and is the income 
taxable? If so, what happens if the 
dividends are applied to reduce future 
premiums? Mr. Bentley advised against 
using dividends- toward premium pay- 
ments. 

While some life companies will per- 
mit a minor who has control of a policy 
to make policy loans Mr. Bentley cau- 
tioned against giving the minor the right 
to borrow, because of the possibility 
that he could, as a minor, repudiate ,the 
contract interest provision on the ground 
that he could have made the loan 
cheaper elsewhere. However, the right 
of borrowing should exist and should be 
exercisable at any time for the benefit 
of the minor. In fact, the courts might 
hold that there was a gift of a future 
interest unless someone could at all 
times exercise that right. 


SURRENDER POWER 


A limitation on the time of exercising 
the power to surrender might be dif- 
ferent, Mr. Bentley said, for a plan of 
continuing gifts year after year could be 
defeated if the policy were surrendered. 
Prohibiting this during a certain period 
might be advisable and probably would 
not destroy the effectiveness of the gift. 

There is no violation of the minor’s 
property rights if full control of inci- 
dents of ownership is given to a third 
person by the donor. 

Gifts of life policies should be made 
by purchase of the policy on the life of 
the minor, not on the donor’s life. 

Another point to be watched is that 
the donor parent should not name him- 








self or the other parent as beneficiary,- 


whether primary or contingent, to re- 
ceive the proceeds in the event of the 


B. C. Haught Training 
Director of Liberty Life 


Liberty Life has appointed Bernarg 

Haught as director of training. He 
was formerly as- 
sistant director of 
the Southern Meth- 
odist University | 
course. 

Mr. Haught will 
have charge of the 
training programs 
of both the ordi- 
nary and industrial 
divisions. Prior to 
going to S. M. U. 
early this year he 
had been associate 
director of the 
Purdue course 
since November, 
1945, 

Mr. Haught started in life insurance 
as an agent soon after graduating from 
Marietta College. His work centered 
in Parkersburg and Charleston, W, Va, 
He is a veteran of the recent war, 


B. C. Haught 





New Conn. General Scale 


Connecticut General has an- 
nounced a new schedule of participating 
life dividends effective Jan. 1. On many 
policies dividends will be lower than in 
1948. Since the present payment schedule 
was established in 1943, President I. B. 
Wilde said, the lower rate of interest on 
investments and the rise in operative 
costs have more than offset improved 
mortality. The net result is a reduction 
in earnings from which dividends can 
be paid. 





Leo W. Dowling, assistant manager of 
the life underwriting department of Oc- 
cidental Life, celebrated 35 years of 
service Dec. 1. He joined Occidental in 
1914 in the actuarial department. He 
was presented a gold watch by Dwight 
L, Clarke, president. Claude S. Gil- 
lespie, department manager, presented 
Mr. Dowling a pen and desk set from 
his fellow workers. 





Alex Weiss of St. Paul, agent of 
North American Life & Casualty, was 
awarded a diamond ring for 10 years’ 
continuance membership in the com- 
pany’s “App a Week Club.” President 
H. P. Skoglund made the presentation 
at a special luncheon. 








minor’s death. The reversionary interest 
thus retained might lead to a ruling 
that no gift at all had been made or 
that only a partial gift had been made. 
Power to designate a beneficiary should 
be given to-a third person to be exer- 
cised by him during the insured’s mi- 
nority and there should be no under- 
standing or agreement that the donor 
will be named beneficiary by the third 
person. 

Mr. Bentley warned that only very 
light reliance should be placed on home 
office suggestions as to endorsement pro- 
visions, since rights of minors are strict- 
ly governed by the law of each state 
and home offices cannot be expected to 
know the legal requirements of all state 
laws nor the differences in requirements 
between states. 

As the result of Loyd Uebele, North- 
western Mutual, being advanced from 
vice-president to president of the chap- 
ter by reason of Carl Lindstrom, Travel- 
ers, being transferred to Peoria as 
Travelers manager, Doren Trump, Met- 
ropolitan, was advanced to vice-presi- 
dent and Lee Loventhal, Northwestern 
Mutual, was made treasurer. . 

Robert T. Markley, Equitable Society, 
reported on the completion of the chap- 
ter’s incorporation, handling of which 
was unanimously approved by the mem- 
bership. 

William D. Davidson, Equitable So- 
ciety, who with Gerald Brown, Penn 
Mutual, is co-chairman of the economic 
conference committee, reported that the 
1949 seminar will be Jan. 19 at the 
Palmer House. 
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Dedicate New 
Building of 
American College 


PHILADELPHIA—The new home 
of American College of Life Under- 
writers, American Society of C.L.U., 
§. S. Huebner Foundation for Insur- 
ance Education and American _Insti- 
tute for Property & Liability Underwrit- 
ers, was dedicated at a luncheon here 
attended by several hundred persons. 
Julian S. Myrick, 2nd vice-president of 
Mutual Life and chairman of the Amer- 
ian College, made the dedicatory 


speech. 

Mile sketched the C.L.U. movement’s 
history and paid particular tribute to 
the late Edward A. Woods, Equitable 
Society’s manager at Pittsburgh, for his 
work is getting the movement started. 
Mr. Woods’ grandson, Alexander C. 
Robinson IV, was present and Mr. My- 
rick had him take a bow as a repre- 
sentative of the Woods family. Mr. 
Myrick also lauded the work of the 
committee responsible for obtaining the 
building: Joseph Reese, Penn Mutual 
general agent in Philadelphia, chairman; 
President John A. Stevenson of Penn 
Mutual, and Sewell W. Hodge, treasurer 
of Provident Mutual and of the Ameri- 
can college. 

President Harold Stassen of Univer- 
sity of Pennsylvania stressed the im- 
portance of insurance to the American 
free economy system, pointing out that 
men could not afford to take the risks 
that business entails if it were not for 
the availability of insurance protection. 
He praised the “constructive and broad 
approach” of the C.L.U. movement. 
He expressed the belief that the coun- 
try, and that the insurance industry’s 
future would be related to whether pol- 
icyholders and beneficiaries feel the pro- 
grams sold to them have been wise 
and well-drawn; whether the public as a 
whole believes insurance funds are in- 
vested wisely from the standpoint of 
the company and society generally; and 
the degree to which success with the 
foregoing two points are interpreted 
to the public. 


Tells of Training Council Work 


Clifford H. Orr, Philadelphia general 
agent of National Life of Vermont and 
president of National Assn. of Life 
Underwriters, spoke briefly on the work 
of the Life Underwriters Training Coun- 
cil in filling the need for an interme- 
diate course of education. He pointed 
out that those most active in the 
L.U.T.C. are C.L.U.s. 

President Leroy A. Lincoln of Metro- 
politan Life, president of the Institute 
of Life Insurance, stressed the im- 
portance of including property and lia- 
bility insurance as well as life, saying 
that life insurance can no longer be 
regarded as a category by itself, but 
that the entire business should be con- 
sidered as whole. 

Eugene C. De Vol, associate general 
agent of National Life of Vermont and 
president of the Philadelphia C.L.U., 
brought greetings from the chapter and 
introduced those head table guests who 
were not on the list of speakers. 

Following dedication exercises the as- 
semblage inspected the new building. 
They were pleased at its attractiveness 
and spaciousness. The layout is excep- 
tionally well suited to the work of the 
four organizations. Not only does the 
building provide a permanent home but 
the cost works out to about half the 
cost of paying rent in a downtown of- 
fice building. A small wing was built 
on to provide a fire exit stairway and 
fireproof vaults for important records. 


Problem of Ladies, Negroes 
NEWARK—Mayor Murphy of New- 
ark in a letter to Gov. Driscoll, charges 
that women and Negro workers in New 
Jersey are being discriminated against 
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* 
by insurance companies under the new 
disability benefits law. He charges that 
these workers are regarded by insur- 
ance companies as poor risks. He also 
charges that the insurance companies 
are bidding strongly for coverage on 
“white male” persons and are either 
avoiding altogether or charging higher 
premiums for groups of women and 
Negro workers. He further states that 
not only is this the rankest type of 
discrimination but it is resulting in the 
most serious kind of adverse selection, 
which will greatly deplete and injure 
the state fund. The mayor also charges 
that the new law was dictated by in- 
surance companies and does not offer an 
effective way to prevent adverse selec- 
tion by insurance companies. He requests 
the governor to make a thorough in- 
vestigation. . 


Pushes Gearhart Repeal 
WASHINGTON—Rep. Dingell, Mich- 
igan, announces he will introduce a bill 
on the opening day of the new Congress 
to repeal the Gearhart act, which aimed 
to exclude from social security many 
insurance agents and other workers 
classed as independent contractors. Din- 
gell said there is no reason to delay such 
action until Congress acts on the Presi- 
dent’s recommendation for expansion 
and liberalization of social security. 


Urges N.A.L.U. Study 
New Formula for 
Group Limitation 


Serious consideration should be given 
by National Assn. of Life Underwriters 
to a group life limitation formula which 
would establish a relationship between 
the personal insurance which a person 
owns and the maximum group insurance 
to which he might be entitled, President 
Stanley C. Collins of New York State 
Assn. of Life Underwriters, Buffalo, 
urges in a letter to President Clifford 
Orr of N. A. L. U. 

Such formulas have been adopted in 
New York legislation in connection with 
juvenile insurance and have accom- 
plished the desired objective, he said; 
there is every reason to believe a similar 
formula limitation would be equally ef- 
fective in regulating group life cover. 

There should be thorough study with 
the help of actuarial and other special- 
ized services, Mr. Collins stated. Unless 
some limitation other than an arbitrary 
$20,000 limit is employed, and made 
mandatory by legislation, it is his opin- 
ion the evils of group insurance will not 
be overcome. A flat $20,000 limit does 


not require that group be supplemental, 
nor does it tend to involve the services 
of an agent. Mr. Collins feels, however, 
group life should be supplemental, 
should require the agents’ services and 
should tend to make insured rely pri- 
marily on personal insurance, as opposed 
to group. 

He said the New York State associa- 
tion is in substantial agreement with 
most phases of the N. A. L. U. state- 
ment of position on group limitation. 


John Hancock Names Two 
Assistant Secretaries 


Benjamin D. Carey, Jr., and Raymond 
O. Hollis have been elected assistant 
secretaries of John Hancock Mutual 
Life. Mr. Carey is manager of the 
monthly policy department, 

A a of University of Idaho 
and Bentley School of Finance, Mr. 
Carey started in 1929 as a clerk in the 
auditing department. In 1941 he was 
made manager of policy division M and 
in 1944 was promoted to assistant de- 
partment manager of the ordinary policy 
department. He is now manager of the 
monthly policy department. 

Mr. Hollis, a graduate of Bates Col- 
lege, has served with John Hancock’s 
ordinary policy department since 1931. 
He is now assistant manager. 








in 1875. 


organizations. 








This Application . . - 


THE 


HOME OFFICE, NEWARK, N. J. 


. « « was the first written by The Prudential after the Company was organized 


Since then, The Prudential has grown with America—from a basement office and 
a handful of personal producers to one of America’s most successful service 


This achievement is based on the friendly and able service of Prudential men 
and women. The public's wide acceptance and reliance on this service is shown 
by the fact that last year, more life insurance policies were bought from The 
Prudential than from any other company. Further proof that— 


SUCCESS IS GAINED THROUGH SERVICE 





PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 
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O’Mahoney Denies 
Rumor on Law Step 


WASHINGTON — “Nothing to it 
whatever,” Senator  O’Mahoney, 
Wyoming, said when asked about a re- 
port based ‘fon good authority” that he 
has.asked government departments to 
frame bills that would importantly affect 
life company operations. “I have done 
nothing.” 

Asked whether he contemplates legis- 


lation along such lines, the senator re- 
plied: “I don’t know what I will do 
tomorrow. Business is scared,” he com- 
mented, indicating he did not know why. 

Asked if he had any comment on Rep. 
Celler’s proposal to investigate life com- 


panies, be answered: “None whatever.” 


Department of Justice sources close 
to the insurance situation said they knew 
nothing about any request for drafting 
legislation dealing with life companies. 
it was “news” to them, and they ques- 
tioned the “good authority” upon which 
the report was based. Ordinarily, it was 


etOnity 
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2. Vested Renewals 


Unsurpassed. 
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Quality Business. 
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Home Office Service. 


5. Attractive Retirement Plan. 


Openings in Virginia, West Virginia, North Carolina, 
South Carolina, Tennessee and Alabama. For information 
write: E. Dudley Colhoun, Superintendent of Agencies. 


Shenandoah Life 


INSURANCE COMPANY, INC. 
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Wise prospectors dig where 
others have found gold* 


*Capitol Life Agency Managers and 
Field Underwriters are staking claims 
on areas of proved richness! 


*Exceptional opportunities in Colorado, Nebraska, 
Kansas and Wyoming. 


THE CAPITOL LIFE 


Insurance 


CLARENCE J. DALY, Pres. 


Company 


HAROLD B. WENDELL, Dir. of Agencies 


nome orice DENVER, COLORADO 





’ elected correspond- | 


* 

said, the department doesn’t draft such 
measures. However, if asked to do so 
by a member of ‘Congress or a congres- 
sional committee, along certain specified 
lines, it was said, department people 
would “act as technicians, not as policy- 
makers.” 

Manuel Gorman, department insurance 
specialist, said he had neither seen nor 
heard of any such request. — 

At federal trade commission no con- 
firmation of the report could be ob- 
tained. William Thomas, insurance at- 
torney there, is in Chicago at the mail 
order insurance trade practice confer- 
ence. Edward Thomerson, chief of that 
division, said he knew of no request to 
FTC to draft life company legislation. 
So did John Blair, FTC chief economist. 





Texas Recodification 
Favored by Butler 


The Texas insurance laws should be 
redrafted and brought up to date, Com- 
missioner Butler told the Texas Assn. 
of Life Insurance Executives at its an- 
nual meeting. He said the Texas code 
varies in a wide degree from most of 
the larger states. He urged that three 
members of the house insurance com- 
mittee and three from the senate 
committee be appointed to have final 
say on what should go into the new 
code, with meetings open to the public. 

He ssaid_ recodification should be 
thought of in terms of policyholders 
first and companies and agents second. 
Commissioner Butler has been chairman 
of the laws and legislation committee 


for the National Assn. of Insurance 
Commissioners during the last two 
years. 


Lashly Resigns in Mo. 


Ralph C. Lashly, counsel for Missouri 
department, has resigned, effective Dec. 
1. Mr. Lashly plans to re-enter the pri- 
vate practice of law in St. Louis, his 
home. 





Actuaries Honored 








Horace R. Bassford, vice-president 
and chief actuary of Metropolitan Life, 





H. R. Bassford 


J. G. Beatty 


and J. Gordon Beatty, chief actuary of 
Canada Life, have been elected fellows of 
the Institute of Actuaries of Great 
Britain. Their election follows their ac- 
tive participation in the centenary as- 
sembly of the institute at London last 
June. Mr. Bassford is president of the 
Actuarial Society of America and Mr. 
Beatty heads the American Institute of 
Actuaries. 

Edward W. Mar- 
shall, vice-president 
and actuary of 
Provident Mutual 
Life, former presi- 
dent of Actuarial 
Society of Amer- 
ica, has been 


ing member of the | 
British Institute. 
He fills the place 
eld for many ; 
years by Dr. Ar- 
thur Hunter of 
New York Life. 





E. W. Marshall 


Harlan L. Knight to 
Paul Revere—M.P.A., 


SPRINGFIELD, MASS.—Harlan L, 
Knight has become connected with Paul 
Revere Life and 
Massachusetts Pro- 
tective here as an 
executive in the 
agency department ~~ 
assisting Harry J. 4 
Shaffer, director of © 


agencies. 
Mr. Knight re- 
signed as agency | 


vice-president of @ 
Union Mutual Life 
to form this new 
association. He is 
a graduate of Uni- 
versity of Maine, 
class of 1930 and 
had been with Union Mutual Life in the 
agency department since .1932. 

Mr. Knight started in the auditing 
department of Union Mutual and in 
1936 became cashier and office manager 
at Boston. Then he served as branch 
office auditor, later as agency secretary, 
then supervisor of agencies and finally 
agency vice-president. 


Harlan L. Knight 





Ford's Expanded Group 
Program Now in Effect 


The expanded and liberalized group 
program of Ford Motor Co. has now 
gone into effect. The group life, ADD, 
and accident and sickness portions of 
the program are with John Hancock 
Mutual Life, which has been the in- 
surer of the more limited scheme that 
has been in effect in the past. The Blue 
Cross has the hospital and _ surgical 
coverages. The new setup is on a con- 
tributory basis and embraces both the 
hourly wage and salaried employes. 

The accident and sickness benefits are 
payable for a maximum of 26 weeks and 
amount of the benefits is related to the 
earnings of the individual. In the past 
a flat $15 was paid for a maximum of 
13 weeks. 

The life insurance amounts are now 
geared to earnings instead of being a 
flat of $1,500 as in the past. The ADD 
coverage is entirely new. 


41 Agencies Now Are 100% 


Chicago Assn. of Life Underwriters 
now has 41 member agencies which have 
100% membership of their agents, with 
qualification of the A. D. Crow agency 
of Lincoln National, W. B. Bramhall 
agency of New England Mutual and 
J. F. Ramsey agency of Connecticut 
Mutual. 


Redeker at Joint Meeting 
Harry S. Redeker, general counsel of 
Fidelity Mutual Life, addressed Buf- 
falo Life Insurance & Trust Council, 
Buffalo C.L.U. and Buffalo Life Man- 
agers Assn. on the revenue act of 1948. 


—— 
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Fifty-seventh Year of Service 
to the Families of New England 
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LIFE INSURANCE EDITION 








Urges 12 Month Post 
Employment Group Cover 


E. L. Clark, insurance manager of the 

C. Penney Co., urged life insurance 
companies to give careful consideration 
to the idea of providing for continuation 
of group insurance coverage for at least 
42 months after cessation of employ- 
ment. He made this suggestion in the 
course of a talk before the meeting of 
the insurance section of American Man- 
agement Assn. at Chicago. This would 
necessitate the companies building up a 
reserve under their group cases and he 
felt that this was not impossible. Con- 
siderable dissatisfaction on the part of 
the worker has been caused by the fact 
that the group insurance ends if he loses 
his job and he is deprived of the protec- 
tion at a time when it is economically 
jmpossible for him to provide it any 
other way. A provision for 30 days’ 
coverage after cessation of employment 
is not enough because he may be unem- 
ployed for a longer period than that. 

In speaking of insured annuity plans, 
Mr. Clark charged that the actuaries 
tend to overload the reserves and this 
has paved the way for independent actu- 
aries and banks to offer serious compe- 
tition in the form of trusteed plans. He 
contended that many such banks and ac- 
tuaries have ‘based their projections on 
hazardous assumptions and applied actu- 
arial principles to plans that are too 
small to bear the weight of mortality 
projections. If these plans are not prop- 
erly conceived, he said the future pen- 
sion plans will become discredited along 
with the organizations and individuals 
that sponsor them. . 

Insurance producers and companies 
should emphasize to employers the pit- 
falls of installing plans that are not 
backed by the reserves of a group an- 
nuity insurer. 





Pension Trust Deductions 


WASHINGTON — Employer contri- 
bution to- qualified pension trusts of the 
level annual installment actuarially nec- 
essary to pay the unfunded cost of past 
and future service credits is fully de- 
ductible in the year made, even though 
it results in deducting for past service 
costs at a rate greater than 10% per 
year. 

This opinion was given by the tax 
court here in the case of Saalfield Pub- 
lishing Co. The situation is said to arise 
frequently when a number of partici- 
pants in a pension trust are within a few 
years of retirement age when a pension 
trust is set up. In such cases the “level” 
method of paying for past and future 
service costs will result in funding the 
past service costs of such employes at 
arate greater than 10% per year. 

The tax court said that a section of 
the internal revenue code provides two 
alternative limits on the annual deduc- 
tion for contributions to a qualified pen- 
sion trust—the level annual amount nec- 
essary to pay the remaining unfunded 
cost of all past and future service 
credits; or the cost of current service 
credits for the year plus not more than 
10 per cent of the past service clause. 

The internal revenue commissioner 
had contended one method was a limi- 
tation on the other, and therefore con- 


the rate of more than 10% annually. 
When a corporation pays pensions to 
retired or retiring employes without a 
formal plan or without any guarantee, 
Payments so made to individuals, but 
not to a pension or retirement fund, are 


payments are made. Such payments are 
considered taxable compensation to the 
Tecipient and subject to social security 
and withholding. taxes. The payments 
are deductible under section 23(p) (41) 
(D) of the code, according to authority. 


Samms on Purdue Staff 


Virgil Samms, Northwestern Mutual, 
Boise, Ida., has been appointed to the 
Staff of the Purdue University Institute 
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Tax Court Gives Decision on | 








tributions should not be deductible at | 


deductible in the taxable year when the | 


| 
| 
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Samms has had broad experience in 
training agents. Before his war service 
e was an assistant director of agencies 
of Mutual Benefit Life, and general 
agent of that company. He resigned as 
Indianapolis general agent of Mutual 


‘Benefit when he entered service in 1942. 


He has assumed his duties at Purdue. 


Makes Investment on Coast 


Penn Mutual Life has purchased the 
plant of Clary Multiplier Corp. at San 
Gabriel, Cal., under a lease purchase 
agreement, with an initial investment of 
$430,000, and additional investments up 
to a total of $630,000. This is the first 
investment of the kind it has made in 
southern California. 

The additional investments will be for 
approved plant expansion. The agree- 
ment extends for 20 years, and up to 70 
years including renewal options. 








Lincoln National Life agents cele- 
brated Cross month in November by 
establishing a new record for the year 
in amount of business submitted in one 
month. The agents participated in a 
football contest in honor of Cecil F. 
Cross, vice-president and manager of 
agencies. 


Pay Visit to Home Office 


On a three-day trip to New York 
City, department leaders in the tradi- 
tional October production campaign of 
Equitable Society made a tour of the 
home office. A high spot of the tour 
was a meeting with President Thomas 
I.. Parkinson. Those making the trip 
were William Winnick, New ' Haven; 
Ralph L. Blades, Memphis; Mrs. Isabel 
L. Godwin, Hempstead, N. Y.; Law- 
rence E. Anderson, Los Angeles; Jesse 
F. McAlear, Great Falls, Mont.; Roy 
Green, Washingfén, D. C.; Weber P. 
Overpeck, Tulsa; and George W. Holt, 
Detroit. The leaders were also feted at 
the Hotel Pennsylvania and later at- 
tended a Broadway show as guests of 
the company. 


Says Employes Holds Key 


If all employers will provide group 
accident and sickness protection for their 
employes and dependents, increasing 
federal dictation and further taxation 
may be held within reasonable limits, 
E. H. O’Connor, managing director of 
Insurance Economics Society, stated in 
a panel discussion on group insurance at 
the Midwest Conference on Industrial 


December 10, 1948 2 
of Life Insurance Marketing. Mr. Equitable’s Drive Leaders Relations in Chicago. Mr. O’Connor 


said that the present political, economic 
and social atmosphere make employe 
benefits’ plans a more important subject 
than ever. He said the future roles of 
these plans may depend upon economic 
and political policies to be determined 
in the fuure, but through providing an 
adequate amount the employer can con- 
tribute toward making that future desir- 
able. Also on the panel were three per- 
sonnel men, Paul F. Gorby, Marshall 
Field & Co., panel chairman; Paul 
Heerens, Abbott Laboratories, and 
gam E. Wax, Illinois Bell Telephone 
Oo. 


Bankers L. & C. in Kan. 

Bankers Life & Casualty of Chicago 
has just received its certificate of author- 
ity to operate in Kansas. 





Macy’s department store has sold its 
Flatbush store property. in Brooklyn to 
New York Life and leased the property 
back for a long time period. The sale 
price was $4 million. 





One thousand applications jin 1,000 
weeks is the record made by Bruno 
Veillette, agent for the National Life of 
Canada’s Montreal island agency. 





THIS HAPPENS Oftener 


when you're selling 
our complete 
personal protection 






— including Disability Income of $10 
per $1000 Life Insurance, and— 


LIFE INSURANCE* 


choice of Life plans. 


HOSPITAL INSURANCE® . 


All modern forms of 
Guaranteed Rate Ordinary from birth to age 
65. Substandard, Salary Savings, Annuities, and 
Non-Cancellable Disability combined with wide 


A. & H. INSURANCE® . . Every form of Acci- 
dent and Sickness coverage — including Fran- 
chise plans for 
Non-Cancellable Disability policies. 


more employees. 


Monthly 


five or 


Premium plans. Special Risk coverages. 


. Issued on Indi- 


vidual, Family Group (ages 3 months to 80 years) 
and Franchise plans. Hospital Room and Board, 
Miscellaneous Hospital Extras, Surgeon's Fees 


and Medical Care. 


*AIl written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees. 





CHATTANOOGA 


‘IEE A protecting people since 1887 
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EDITORIAL COMMENT 





Remember, the Standards Are High 


Suppose an article along the follow- 
ing lines were to appear in a leading 
automobile trade journal: 

“Forward-looking leaders in the au- 
tomobile industry feel that it is vital to 
public relations in the business that the 
public should be awakened to the folly 
and wastefulness of giving up their cars 
too soon, thereby taking a needlessly 
heavy depreciation loss, and failing to 
realize anywhere near the full value of 
their investment in personal transporta- 
tion. These leaders point out that mil- 
lions of dollars a year are wasted be- 
cause unscrupulous automobile agents 
engage in ‘twisting,’ inducing owners to 
give up their satisfactorily functioning 
automobiles to buy new models with 
numerous additional features, including a 
much faster depreciation rate. 

“Another thing that has industry 
leaders worried is the tendency of sales- 
men to oversell. Statistics have been 
gathered to show the great number of 
automobile buyers who purchase more 
expensive cars than they have any rea- 
sonable need of. This frequently re- 
sults in the buyer either having to sell 
his car at a considerable loss, in nor- 
mal times, or else cutting down on 
such vital matters as savings and life 
insurance in order to keep his expensive 
buggy running. Some automobile com- 
panies and agencies are trying to instil 
the professional concept so that the 
salesmen will sell the customer the type 
of car best adapted to his needs and 
pocketbook but progress in this direc- 
tion is admittedly slow. 

“Industry leaders have called atten- 
tion to highly adverse publicity appear- 
ing in some of the crusading newspapers. 
Articles have vigorously urged that the 
federal government be empowered to 
regulate the automobile industry in the 
interest of giving the customers better 
treatment than they are now getting. 
There are even some who would like 


to see the government take over the 
automobile business, contending that if 
expensive advertising and sales promo- 
tion campaigns were eliminated, along 
with the agent’s commission, automobiles 
could be produced for the masses far 
more cheaply than a present.” 

That seems fantastic, doesn’t it? But 
it’s fantastic only as respects the auto- 
mobile business or other fields outside of 
life insurance. On the basis of what it 
gives the customer in return for his dollar, 
it is doubtful if there is any business 
that does so well as life insurance but 
there is probably no business that is 
judged by such strict standards. In what 
other line of business do industry lead- 
ers concern themselves with anything 
that is analogous to lapses, surrenders 
or over-selling? If a man buys an au- 
tomobile that is beyond his capacity to 
pay for and he fails to keep up the in- 
stallments, the finance company takes it 
away from him. It is just regarded as 
a matter of tough luck and probably 
poor judgment—poor judgment on the 
buyer’s part, of course. 

It is an excellent thing that the life 
insurance business has such an actively 
functioning conscience, for there are 
matters that need improving and doubt- 
less some of them will always be call- 
ing for attention. At the same time, 
the life insurance business has a right 
to more credit than it gets from the 
general public for the way it is work- 
ing to improve itself. Of course, it is a 
compliment to life insurance that the 
business is judged on so much stricter a 
basis than other lines of business but 
when professional viewers-with-alarm 
start sounding off about the inequities 
of the life insurance business they 
should be invited to take a look at how 
other lines of business stack up when 
judged in the light of standards that 
are applied to life insurance as a matter 
of routine. 


Against Secret Sessions 


We noted with misgiving the fact that 
the hearings being conducted by Na- 
tional Assn. of Insurance Commission- 
ers committee on revision of the profit 
formula were “closed” even though in- 
dustry representatives were present. It 
had come to be the very sound policy 
of N.A.I:C. to conduct all meetings and 
hearings on an open basis where there 
are commissioners and industry repre- 
sentatives in the same room at the same 
time. When the commissioners or the 
public representatives desire to go into 


a huddle by themselves to arrive at 
final decisions or discuss in an intimate 
way the proceedings and the action that 
should be taken, there can be no object- 
ion taken. 

When the all-industry committee ses- 
sions were being held, we voiced dis- 
approval of the fact that these sessions 
were closed when both commissioners 
and industry representatives were con- 
ferring. It was all right for the industry 
people when meeting alone, to do so un- 
observed. and when the commissioners 


were holding forth on their own, no one 
could object to their being closeted. We 
believe that our position was thoroughly 
justified by the developments. When the 
all-industry final decisions were an- 
nounced and it came down to actual 
legislation, explosions occurred that we 
are sure would not have occurred had 
the issues been ventilated from week 
to week and month to month as they 
were being discussed and debated. 
We think it is a dangerous policy, 
especially in these days, for state of- 
ficials and insurance industry represent- 
atives to go into secret sessions on any 
topic, let alone the question of profits. 
We aren’t speaking from pique as a 


journalist that has been excluded from 
a meeting, because these days there are 
so many hearings and meetings on al] 
aspects of insurance that we don’t haye 
the manpower or the white paper to 
keep up with them all, and it is actu- 


‘ally a physical relief to be spared the 


obligation of attending a hearing and 
trying to find space in which to report 
it. We simply have a profound con- 
viction that while such secret sessions 
may result in silencing disclosures or 
discussions that somebody would prefer 
not to have talked about at the moment, 
yet this is a dangerous path to trod and 
can lead to very serious explosions such 
as occurred before. 








PERSONAL SIDE OF THE BUSINESS 





T. S. Hook, district agent at Wayne, 
Neb., for Northwestern Mutual Life, 
has been elected moderator of the Pres- 
byterian Synod of Nebraska, the first 
time in 75 years that an elder has been 
named to this office. 

President S. E. McCreless of Ameri- 
can Hospital & Life was especially suc- 
cessful on a deer hunt near Sonora, Tex., 
when he killed a four-point buck in the 
evening and followed with the kill of a 
10-point buck the next morning. 


Melvin A. Horton, former editor of 
the “Pulse” of Occidental Life, is now 
living in France. He and Mrs. Horton 
are at Hotel de Blois, 50 Rue Vavin, 
Paris 6 E. Before joining Occidental 
Mr. Horton was on the editorial staff 
of THE NATIONAL UNDERWRITER in New 
York City. 

S. L. Yochum, Midland ‘Mutual gen- 
eral agent at Hamilton, O., and dean of 
the company’s app- -a-week club, has 
completed 24 years of consecutive week- 
ly production. He was a former school 
superintendent and joined Midland Mu- 
tual in 1912. 

Joseph W. Hundley, agent at Rich- 
mond, Va., of Northwestern Mutual Life 
for more than 50 years, is now agent 
emeritus but is going to keep on writing 
business for that company. A certificate 
conferring that title was presented to 
him by Grant L. Hill, vice-president and 
superintendent of agents, who visited 
Richmond to install Howard D. Gold- 
man as new general agent, succeeding 
W. Tolar Nolley, retired. Though now 
drawing a pension under the agent re- 
tirement fund, Mr. Hundley is permitted 
under his contract as agent emeritus to 
continue writing business. The first pol- 
icy he wrote after he joined the com- 
pany in 1897 was a $3,000 20-pay life, 
which is still in force. He figures that 
if the policyholder were to cash it the 
pelicy would pay him about 60% more 
than he has paid on it. 


DEATHS 


J. A. Millener, executive secretary of 
the Federation of Insurance Counsel, 
died at Rochester, N. Y. He was the 
chief founder of the federation and 
the acknowledged “power behind the 














throne.” He was also general counsel 
of Columbian Protective. He graduated 
from the Law College of Syracuse Uni- 
versity. He served as president of Inter- 
national Claim Assn. in 1922-23. He or- 
ganized the International Assn. of In- 
surance Counsel and was its secretary 
from 1920-1935. 

W. H. Scannell, with Metroplitan Life 
at Utica, N. Y. for more than 20 years, 
died there. He retired several years ago, 

William Hossfeld, 56, Des Moines at- 
torney and special ‘counsel for Bankers 
Life of Iowa, died following a heart 
attack. 

Alfred M. Larson, eastern group man- 
ager of Continental Assurance, died sud- 
denly. He was formerly with. Associ- 
ated Hospital Service of New York and 
Connecticut General. 

John B. Cary, 62, for many years 
agent at Richmond, Va. of Northwest- 
ern Mutual Life, a grandson and name- 
sake of the late Col. John B. Cary, ~~ 
general agent there, died suddenl 
Bristol, Va. His father, T. Archibald 
Cary, also was general agent of North- 
western. 








Honor Conn. Gen’l Veterans 


Members of the Twenty-Five Year 
Club of Connecticut General were guests 
of the company at a dinner. In addi- 
tion to the active members, 16 retired 
members were present. Robert W. Hunt- 
ington, chairman, has the longest serv- 
ice record, 59 years. The club’s total 
membership is more than 100. 








Airs Rumor Gov. Dewey 
Will Head Metropolitan 


Walter Winchell, in his Sunday 
evening broadcast, stirred up con- 
siderable speculation by publicly 
passing on to the New York 
“Daily Mirror,” for which he is 
a columnist, the suggestion that it 
check to see whether Thomas E. 
Dewey will become president of 
Metropolitan Life after the first 
of the year. Mr. Winchell said 
he’d not had time to check on the 
rumor himself. 

At Metropolitan it was said 
there was nothing to the rumor. 
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Independent U.S. 
Actuary Asked 


WASHINGTON. — Regretting aboli- 
tion of the social security administra- 
tion’s actuary office, “American Eco- 
nomic Security,” published by the U. S. 
Chamber of Commerce, revives the pro- 
posal for an independent government 
actuary set-up. Such proposals have 
been made in the past by W. R. Wil- 
liamson, former social security actuary, 
and actuaries identified with the insur- 
ance industry. 

“An independent government actuarial 
office, responsible directly to Congress,” 
says the chamber publication, “has been 
suggested as the best means of obtain- 
ing competent, unbiased forecasts in the 
social security field and in other areas 
where actuarial techniques are em- 
ployed. Within the federal security 
agency, best results would no doubt be 
achieved through the creation of a new 
actuarial office—to perform all of the 
agency’s actuarial work—responsible to 
the administrator alone. 

“The hasty burial of the agency’s 
main actuarial staff in the office of the 
social security commissioner will be 
viewed with concern by many people,” 
in the opinion of the chamber. 

“Loss of identity” for the administra- 
tion’s actuarial office “was an unantici- 
pated and unfortunate development,” 
says the chamber. “Reliable cost esti- 
mates are essential to the enactment of 
sound social security legislation, and 
such estimates can be prepared only by 
proficient, disinterested actuaries free 





UY 


Those Non-Red Affidavits 


Commenting on the waning Commu- 
nist influence in C.I.O. unions, the “New 
Republic” had this to say in a recent 
issue about the intra-C.I.O. fight over 
what union should represent some 14,000 
Prudential industrial agents: 

“There was a difficult moment for the 
party-liners when James Durkin, ‘presi- 
dent of the United Office and Profes- 
sional Workers, C.I.O., and V-P Berney 
indicated readiness to sign the Taft- 
Hartley non-Communist affidavit. It 


Paper Workers, in which it was agreed 
that if UOPWA signed the affidavit, 
the paper workers would surrender juris- 
diction in a dispute over Prudential life 
insurance agents. Durkin and Berney 
were whipped back into line, but the 
‘Daily Worker’ states its surprised an- 
noyance with them.” 


N.A.L.LLE. May Soon Be Born 


_There are indications that the asso- 
ciation-minded life insurance industry 
may soon see the birth of a new or- 
ganization to be known as the National 
Assn. of Life Insurance Economists or 
by some similar title. No official head 
count has ever been made of the num- 
ber of company officers today who bear 
the title ef economist or carry out the 
functions of such a job, but it is certain 
that the number of such men has in- 
creased considerably since the war. So 
various have the demands of the larger 
life insurance companies been for a 
formally trained economist who can 
help management with decisions on 
sales and investment activities, that com- 
panies have been drawing such person- 
nel from business, educational, research 
and government posts. One economist 
indicated he thought an initial member- 
ship of at least 25 would not be too 
much to expect. 

The economist for the life insurance 
company has duties which vary greatly 
from company to company, and are dif- 
ficult to define but there is thought to 
be enough similarity between the back- 
grounds, problems and projects of such 
men to make the organization feasible. 
n general, the company economist 
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was all part of a deal with the C.I.O. 


Take Up Subject 
of UCD in N. Y. 


Cash sickness benefit bills as exten- 
sions of unemployment compensation 
legislation are expected to be introduced 
in 22 of the state legislatures next year. 
It is believed that the bills will have at 
least a 50% chance of passing, wher- 
ever they are introduced. 

Governor Dewey of New York met 
with legislative leaders and state officials 
this week in Albany to consider pro- 
posals for sickness disability benefits 
under the unemployment insurance law. 
Some plan to extend benefits to workers 
who are ill will be presented to the leg- 
islature, it is stated. Hearings are ex- 
pected to start soon. California, Rhode 
Island and New Jersey plans will be 
studied. , 

The New York state joint legislative 
committee on industrial and labor con- 
ditions will hold a hearing on unemploy- 
ment disability benefits at the Bar Assn. 
of the City of New York Dec. 15. 








from the necessity of subordinating their 
professional judgment to instructions 
from lay administrators who may be 
motivated by expediency or by political 
considerations.” 

The chamber also protests abolition of 
the FSA office of appeals council and 
integration of its work under Social 
Security Commissioner Altmeyer, and 
suggests that a new appeals council be 
established directly under FSA Admin- 
istrator Ewing, “to be responsible to 
him alone.” 


‘My 





brings his superior education and ex- 
perience in formal economics to focus on 
the broad background of factors that 
affect life insurance sales and company 
investments. He probes money markets, 
interest rates, industry development, 
population shifts and other elements 
which need to be considered in company 
planning. 





What Prospects Must Earn 


An agency executive who recently re- 
turned from an extensive field trip says 
that many agents are coming to the real- 
ization that they must readjust their 
prospect classifications in terms of in- 
come. Otherwise these agents are in 
danger of doing a lot of programming 
for prospects who are having such a 
tough time making ends meet that they 
really can’t afford any extra outlay. ‘It 
used to be thought that a man making 
$3,000 a year and up was a good pros- 
pect but today, unless he is making 
around $5,000 he is virtually a china egg, 
unless his present salary represents an 
inerease. 

At the same time the insurance-buying 
public has become more finicky in the 
kind of service it wants. Prospects, 
particularly those making more than 
about $4,000 a year, are likely to look 
down their noses at the usual package 
sale attempt. They want the full treat- 
ment. The agent has to discriminate or 
he finds he is doing vastly more work 
than he is ever going to get paid for. 





Credit While Credit’s Still Due 


A familiar group insurance esales tac- 
tic has assumed even more importance 
since the election increased possibilities 
of additional compulsory disability leg- 
islation. It is the argument: “Mr, Em- 
ployer, you might as well install group 
disability coverage while you can still 
get the credit for it.” The employer 
needs every possible boost he can get 
in the eyes of his employes these days 
and most employers recognize this fact. 
It will be easy enough to integrate ex- 
isting group coverage with possible 
compulsory legislation where this is 
necessary. 

















LETTER 10 
SANTA CLAUS... 


Dear Santa: 


Please bring to all Shield Men and 
their families, wherever they are, an 
extra measure of good things this 
Christmas, because they have done 
a great job, and the best is none too 
good for them. 


And to all other Life Insurance 
men, Santa, give a good Christmas, 
because they’re good fellows, they 
work hard, and they do a worth- 
while service. 


To the 70-odd million Americans 
who own Life Insurance, bring that 
extra Christmas joy they have a right 
to feel because of the security their 
Life Insurance gives them. 


Yours sincerely, 





<f> 


NATIONAL LIFE 
AND AACCIDENT 
InsunanceCompanylne. 
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LIFE AGENCY CHANGES 





Morrison Becomes 
E. A. Crane’s Partner 


Ernest A. Crane, for the last 20 years 
sole general agent of Northwestern Mu- 
tual Life at Indianapolis, and Guy E. 
Morrison, one of the agency and com- 
pany leaders, have formed a Ae ag 
as Crane & Morrison, effective Jan. 1 

Mr. Crane has been with Northwestern 
Mutual since 1912. Before becoming 
general agent at Indianapolis, he was 
district agent at Fort Wayne, where his 
agency ranked among the leaders of the 
company. He has developed a number 
of the company’s top producers. His 
agency paid for $10 million the past 


year and has over $85 million in force. 

In Northwestern Mutual organizations, 
Mr. Crane has served on the standing 
committee and has headed the agents’ 
association, and the special agents and 
the general agents’ associations. He has 
served as president of the Indianapolis 
Life Underwriters Assn. and the man- 
agers’ association. He has also been a 
trustee of the National association. He 
is chairman of the governing board of 
the Purdue course, and a faculty con- 
sultant to the Indiana University school 
of business. 

Mr. Morrison graduated from De 
Pauw University in 1922 and spent the 
next three years as a coach at the 
Lebanon, Ind., high school. During the 
school years of 1925 and 1926 he served 








GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 


A Billion Dollar Riemeus Established 1891 








An Emblem 





Lutherans. 








Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


Inquiries, regarding agency openings, are invited from 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, lowa 


of Distinction 














as an instructor of economics at Uni- 
versity of Illinois and received his M.A. 
degree. The following two years were 
spent at Wisconsin as an instructor of 
economics and work on his Ph.D. Mr. 

Morrison served as professor of eco- 
nomics at Indiana University during the 





G. E. Morrison E. A. Crane 


school years of 1928-29 and 1929-30. 
Since joining the Crane agency in 1930, 
he has continued as an adviser to the 
Indiana University insurance department. 
A leader in production and advanced 
underwriting, he has been a member of 
the Million Dollar Round Table the last 
two years. He is a C.L.U 

Mr. Morrison is a past. president of 
both the Indianapolis Life Underwriters 
Assn., and the local C. L. U., the North- 
western Mutual special agents’ and the 
company’s association of agents. 





Postal Life Appoints 
Wolff in N. Y:C. 


Postal Life of New York has named 
Alvin Wolff general agent for downtown 
Manhattan. Mr, 
Wolff has been in 
the business since 
1934. After attend- 
ing New York uni- 
versity, he started 
with the Equitable 
Society in New 
York. Subsequently 
he was promoted 
to unit manager at 
the age of 25. Later 
he represented an- 
other company in 
the area as broker- 
age supervisor. 

He was in the air 
force for three years and returned to 
the insurance business in 1946 as broker- 
age manager for a New York agency of 
Security Mutual. He has been a substan- 
tial personal producer. 

Mr. Wolff is opening new offices at 
150 Broadway, telephone, Barclay 7-9207. 





Alvin Wolff 





Mutual Benefit Designates 
Conlin G. A. at Spokane 


Mutual Benefit Life has appointed 
Francis J. Conlin general agent at Spo- 
kane as of Jan. 1. 
Paul D. Stone, who 
has been in charge 
of the agency since 
1937 will now be 
associate 
general agent. In 
10 years, the in- 
surance in force in 
the agency has 
more than doubled. 
Mr. Stone qualified 
in 1947 for the Mil- 
lion Dollar Round 
Table andisa 





F. J. 


Conlin , 4 
Conlin en- 


tered the business with Provident Mu- 
tual in 1936, following graduation from 
the University of Michigan. Since 1941 
he has supervised a sales unit in Ann 
Arbor. He is a C-L.U. and has taught 
insurance courses through the Univer- 
sity of Michigan. 





Prudence Life, Chicago, has named 


Walter M. Fischer as manager of its p' 


new agency office in the Dierks building, 
Kansas City. 





Penn Mutual 


Minneapolis Change 


Freeland W. Harlow of New York 
has been appointed Penn Mutual gen- 
eral agent at Min- 


neapolis, _succeed- 7 
ing z Liem- 
andt, who will re- 


main with the 
agency in personal 
production. 

Mr. Harlow. was 
graduated at Bow- 
doin College where 
he was captain of 
the.polo team. He 
joined Penn Mu- 
tual in 1936 in 
what is now the 





. Engelsman-Phillips 


Freeland Harlow 


agency at New 
York. 

Mr. Harlow served in the navy and 
emerged as a lieutenant commander, 
After the war he returned to the New 
York agency. He has been a quarter 
million producer. 


Provident Mutual Opens 
Second Pittsburgh Agency;. 
Bernard Graham Is G. A. 


Provident Mutual is opening a second 
Pittsburgh agency, headed by Bernard 
Graham, former as- 
sociate general 
agent there of Mu- 
tual Benefit Life. 
It will be in the 
Clark building. 

Immediately  af- 
ter leaving college 
Mr. Graham = en- 
tered investment 
banking and served 
as a financial stat- 
istician and_ con- 
sultant for many 
years before join- 
ing Mutual Benefit. 
Bernard Graham Provident Mu- 
tual’s first Pittsburgh agency was estab- 
lished in 1881. Its general agent is 
Steacy E. Webster. 


san, 





John Hancock Names 13 
Regional Supervisors in 
Industrial Department 


Thirteen new regional supervisors 
have been appointed in John Hancock’s 
industrial department, one objective 
being coordination and intensification of 
its training program at the district agen- 
cy level. 

The new regional supervisors, their 
former offices, and their new territories 
are as follows: Walter P. Scott of New 
York 1, Greater New York; Charles F. 
Bryson of Attleboro, Mass., northern 
New England; J. Nelson Young of 
Quincy, Mass., northern New England; 
Robert W. Foulsham, Jr., of Boston 1, 


WANT ADS 


SALES MANAGER WANTED 


Well-established Chicago insurance com- 
pany, now specializing health, accident. 
and hospital policies, wants ven ex- 
erienced man to establish life agency in 
linois, and ouri. Have fairly good 
nucleus of life business. Please state past 
experience, Es pa Bl and commission arrange- 
ments ualifications. 
Unlimited opportunity ‘will be offered to ex- 
perienced ge. Replies held in strict 
confidence. employees know of this 
ad. Address S-49, e@ National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 





























WANTED 


Man who can recruit and train agents and he! 
in closing — Must be experienced in 
phases of e. management. Salary and 
percemnne o! profits. ene * a West Coast 
mutu Washington, 
Cc. Address §-61, The National Underwriter, 
175 W. Jackson Blvd., Chicago -4, Illinois. 
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northern New England; Gerard A. Bril- 
jon of Pawtucket, southern New Eng- 
land; Leonard Vecchiolla of New Lon- 
don, southern New England; John J. 
Quinn of Worcester, upper New York 
state; John P. Kugler of South Phila- 
delphia, southeastern region; Harry T. 
Knight of San Francisco, West Coast; 
Denzel J. Haywood of Youngstown, O., 
east central region; Arthur W. Lowery 
of Fort Worth, southwestern region; 
Merrill W. Kidman of Chicago, north 
central region; and Harry L. Schroeder 
of Minneapolis, north central region. 


Corwin Heads New Dayton 
Agency of New England 


New England Mutual has appointed 
Clarence A. Corwin general agent of its 
newly established 
agency in Dayton, 
O., with offices in 
the Third National 
Bank Building, ef- 
fective Dec. 15. 

Mr.Corwin holds 
degrees from Wit- 
tenberge College 
and Columbia Uni- 
yersity and taught 
at the Springfield, 
0., high school for 
15 years. He was 
assistant superin- 
tent of schools 
when he joined 
New England Mutual’s Columbus 
agency in 1937. He was soon appointed 
district agent in Springfield. He is a 
member of the company’s leaders asso- 
ciation, top field man’s organization. 

Mr, Corwin is president of the board 
of the Springfield City Hospital, a past 
director of Wittenberg College and a 
past president of the Springfield Life 
Underwriters Assn. 








C. A. Corwin 





Lister Joins Boston Mutual 


Boston Mutual Life has named George 
A. Lister northeastern regional super- 


Steady. 
Continuous 
Growth 


In October the WISCONSIN NA- 
TIONAL LIFE celebrated its 40th Anni- 
versary. THERE ARE MANY REASONS 
WHY WE ARE GROWING. 





* A field organization trained to 
render unexcelled service to policy- 
holders augmented by the whole- 
hearted cooperation between the 
field and the Home Office. 


* The WNL was founded in 1908 
and is one of the leading American 
companies in its conservative prac- 
tice of having a liberal extra meas- 
ure of protection for its policyown- 
ers beyond the requirements of the 
Law. 


* A complete and competitive line 
of modern Life and Disability poli- 
cies to fully cover the needs of the 
buying public. 
We have splendid openings for ag 
in Wisconsin, Michigan, Illinois, Indiana 
and Minnesota. 


WISCONSIN NATIONAL 


LIFE INSURANCE COMPANY 
, Oshkosh, Wisconsin © 

















Yum 


visor. Mr. Lister has been northern 
New England supervisor for John Han- 
cock since July. He started with that 
company 18 years ago in Philadelphia 
and was assistant district manager for 
betes Philadelphia, Orange and Eliz- 
abeth. 


Mass. Mutual Group Man 


Massachusetts Mutual has appointed 
George E. Hopkins group supervisor in 
the Springfield, Mass., office. He grad- 
uated from Dartmouth this year. Dur- 
ing the war he was a navigator and was 
a prisoner of war. 


Life of Ga. Raises Sexton 


William E. Sexton, special agent for 
Life of Georgia in Shelbyville, Tenn., 
has been promoted to district manager 
in Nashville. C. C. Boutwell and G. D. 
Jernigan have been advanced from’ spe- 
cial agents to staff managers in Pensa- 
cola, Fla.,and Walter E. McLean moves 
up from agent to special agent in 
Shreveport. 


Wagner Joins Prudential 


C. Warren Wagner has been ap- 
pointed assistant manager at Saginaw, 
Mich., in charge of a Prudential ordi- 
nary office. Mr. Wagner resigned re- 
cently from Equitable Society as as- 
sistant district manager at Flint, Mich. 


Shoup Now Agency Partner 


G..L. Shoup, assistant general agent 
of the Green-Shoup agency of Lincoln 
National Life at Grand Rapids, has been 
promoted to general agent in partner- 
ship with General Agent A. G. Green. 
The agency will now be known as 
Green-Shoup & Associates. 

Mr. Shoup joined Lincoln National at 
Battle Creek in 1924. Since 1944, he has 
been assistant general agent in Grand 
Rapids. He is a U. 


N. A. Accident Coast Shifts 


Gordon C. Fuller has resigned as 
branch manager at Seattle of North 
American Accident after nearly 40 years 
with that company. He has built one of 
its leading agencies there. He is suc- 
ceeded by Miss Mary Banton, long as- 
séciated with Mr. Fuller. 

J. B. T. Martin, who has been district 
agent at Spokane, has been appointed 
general agent for the Inland Empire 
area. 


Hyde to Assist McGwire 


Edwin D. McGwire, northern New 
Jersey manager of New York Life, has 
announced the promotion of John H. 
Hyde, Jr., to assistant manager. He 
joined the agency in May, 1947. 


Willard D. Bowles has been appointed 
supervisor in the Van Sickler agency of 
State Mutual Life at St. Louis. He has 
been for 10 years with John Hancock’s 
ordinary agency in St. Louis. Before 
that he was probate judge for Iron 
county, Mo., and had been editor and 
publisher of newspapers in south cen- 
tral Missouri. He was a sergeant in 
the tank corps during the war. 

Prudential has named Raymond P. 
Schaefer assistant manager for Pruden- 
tial in charge at Tell City, Ind., for the 
Evansville district office. 

















Project Churchmembers Life 


INDIANAPOLIS — Conversion of 
Church Members Relief Assn. of In- 
dianapolis, mail-order life, A. & H. and 
burial insurer for the clergy and lay 
church members, to a mutual old line 
institution will be voted on by policy- 
holders Jan. 4. Approval of articles of 
reorganization has been voted by the 
board. New name will be Churchmem- 
bers’ Life Ins. Co. 

In connection with the reorganization 
issuance of policies on minor children 
of church members who are themselves 
covered in the company will be author- 
ized. Assets exceed $500,000. 

Rev. J. K. Ake is president and J. K. 
Ake, Jr., is vice-president. 





The life underwriter fills a vital roll in the 
economy of the American way of living. In 
bringing to families and individuals the bene- 
fits of life insurance, he is enabling them to 
successfully establish a sound financial se- 
curity that endures for their lifetime. 


By helping them assure this success, the life 
underwriter builds a personally successful 
career. Great Southerners are being assisted 
in the building of such careers by a broad 
and continuing program of individual co- 
operation through personalized selling helps, 
specialized study courses and periodic home 
office training schools. Their portfolio of poli- 
cies prepares them to plan life insurance pro- 
grams to fit the needs of every family or 


individual. 


GREAT SOUTHERN 


INSURANCE COMPANY 


HOME OFFICE HOUSTON}. TEXAS 
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THE NORTHERN LIFE INSURANCE COMPANY 


Provides its Underwriters — 





@ Generous First-year Commissions 

@ Full Renewals to the 15th Year 

@ Group Life-Accident-Health Protection 

@ A Life Income Pension Plan 

@ Prize-winning Sales Helps 

@ A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 
Savings 


Managerial Openings in Newly-opened Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Blidg., Des 
Moines, lowa; or R. Robert P. Stearns, 2363-5 Guardian Bldg., De- 
troit 26, Michigan. 


NORTHERN LIFE 
INSURANCE COMPANY 


Established 1906 


D. M. MORGAN, President 
Home Office: Northern Life Tower 
Seattle, Washington 
* 


LIFE * ACCIDENT * HEALTH 


Issued together at a substantial saving, 
or separately 























‘“‘THEY’RE TELLING US!”’ 
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Twice a year Provident’s Field Advisory Council is telling 
us what we can do to improve methods, practices and poli- 
cies—for the best interests of agents, policyowners and the 
company in general. 


Composed of the five most recent “Men-of-the-Year”, the 
Council has long since earned the respect of every member 
of our organization. 


We'd like to quote briefly from the chairman’s report to 
the field organization of a recent council meeting: 


“I want to express our appreciation to the Home Office 
officials who were willing and eager to discuss our recom- 
mendations. They met each subject in a spirit of complete 
cooperation. The various recommendations now being put 
into effect are evidence of their desire to bring about full 
cooperation with each of us in the field.” 


One more evidence that it doesn’t take a lot of high-pow- 
ered glamour to make a life insurance company—just some 
practical use of these everyday virtues of reliability, fairness 
and cooperation. And that’s what Provident has been work- 
ing at for the past 32 years. 


PROVIDENT 
LIFE INSURANCE 


Company 














BISMARCK, NORTH DAKOTA 


@ JOE DICKMAN @ 
Agency Vice-President 





AMONG COMPANY MEN 





J.H. Cowles Becomes 
Agency Executive 


of Provident Mutual 


PHILADELPHIA—James H. Cowles 
has been elected vice-president and 
manager of agencies of Provident Mu- 
tual Life, effective Jan. 1. 

Mr. Cowles has been general agent at 
Los Angeles since 1932. His insurance 





JAMES H. COWLES 


career began immediately after his grad- 
uation from University of Colorado in 
1914 when he entered the Colorado agen- 
cy, then under the direction of his father, 
Irving R. Cowles. In 1917 he became 
junior partner of the agency with his 
father, and in 1922 became sole general 
agent at the latter’s death. 

Five years later. he resigned to become 
a member of the agency department, as- 
sisting the then manager of agencies, 
Franklin C. Morss. Given the title of 
assistant manager of agents in 1930, he 
was placed in charge of the western 
zone. 

At the resignation of Walter E. Vail, 
Mr. Cowles succeeded him as general 
agent for southern California and has 
built a strong and productive agency for 
Provident Mutual. It is distinguished for 
the high caliber and character of the 
individuals who comprise it. 

Mr. Cowles’ son, James H. Cowles, 
Jr., is a member of the Los Angeles 
agency. Another son, Ben W. Cowles, 
is attending Yale. A daughter, Mrs. 
Jane E. Dewar, is located in Los An- 
geles. 


Northwestern National 
Names Parker in Agcy. Post 


J. C. Parker has been appointed super- 
visor of field office operations for North- 
western National Life. He has been 
agency comptroller. 


Mr. Parker will continue to be re- 


sponsible for selection and training of 
agency office personnel. He will com- 
plete an agency office instruction manual 
to be used as the basis for an en- 


larged training program for agency per- - 


sonnel. 

Mr. Parker joined Northwestern Na- 
tional at Minneapolis in 1923 as an ac- 
countant. Transferring to the home office 
in 1931, he became supervisor of agents’ 
accounts in 1940 and agency comptroller 
in 1941. ; 





Guardian Promotes Pace 


Warren M. Pace, former Guardian Life 
co-manager at Richmond, Va., has been 
appointed agency assistant on the home 
office staff. A native of Virginia, Mr. 


Pace joined Guardian in 1946 as a field. 


representative with the Richmond office. 
He qualified for the company’s leaders 


club his first year in personal produc. 
tion. In January, 1947, he was ap. 
pointed agency supervisor at Richmond, 
Early this year, Mr. Pace and Robert 
P. Quarles were appointed co-managerg 
of the agency. Mr. Pace is a graduate 
of the University of Richmond. 


Burgardt Occidental 
Claim Department Chief 


Nicholas T. Methgen, superintendent 
of claims of Occidental Life, has ree 
tired after 35 years of service. He 
joined the company in 1914 in the acgj- 
dent department. He graduated from 





University of Southern California in 


1925 with a law degree and was ad- 
mitted to the California bar in 1926. He 
became superintendent of the claim de- 
partment in 1933. 

At a ceremony attended by the com- 
pany’s executives and employes, Mr. 
Methgen received a bridge lamp and 
a $100 savings bond, a gift from 
his fellow-workers. Howard J. Brace, 
vice-president and secretary, made the 
presentation. 

Clyde H. Burgardt has been named 
to succeed Mr. Methgen. He joined 
the Occidental claims staff at Des 
Moines in 1936 and went to the home 
office in 1937. He is a graduate of Uni- 
versity of Iowa and had served on the 
legal and claims staff of Farmers Union 
Mutual Life and Farmers Union Mutual 
Casualty. 


Mutual Advances Macintyre 


Neil W. Macintyre has been advanced 
to administrative assistant in the actu- 
arial department of 
Mutual Life. He °° 
was formerly a 
technical assistant 
in the department. 
He joined the com- 
pany as a clerk in 
1934 and served as 
assistant section 
head, then section 
head of the annuity 
section of the actu- 
arial department. 
He is a fellow of 
the Actuarial So- 
ciety. He _ gradu- 
ated from Univer- 
sity of Michigan in 1934 and is a war 
veteran. 


Citizens Nat'l Names Ray 


John R. Ray has been appointed ex- 
ecutive vice-president and director of 
agencies for Citizens National Life at 
Indianapolis. He was general agent for 
Jefferson. National Life at Evansville 
from 1943-46. Mr. Ray is a veteran of 
25 years in the life insurance business. 





N. W. Macintyre 





ITS A 
BUYER'S MARKET! 


Under today’s selling conditions equip 
yourself with these unbeatable selling 


tools- 
1. The lowest priced special C.$.0. ordi 


nary life rate of any U. S. company 


2. The best income settlement options in 


the country 
in the 


3. The best annuity rates country 


4. The best discount on above premiums 


when paid in advance 


Standaid Life 


INSURANCE COMPANY of INDIANA 
INDIANAPOLIS 
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He attended University of Virginia and 
Georgetown University. 








Given New Titles 


Shown herewith are six Massachusetts 
Mutual group department men whose 
new titles were reported in last week’s 








issue. ; : 
Charles G. Hill, assistant actuary, be- 
comes group secretary. 


He has been 





Cc. G. Hill F. T. Googins, Jr. 


with the actuarial department since 
joining the company in 1942. He is an 
associate of both actuarial bodies. 

Fred T. Googins, Jr., assistant group 
manager, becomes assistant group secre- 
tary. He joined the company two years 
ago after long experience in group life 
and accident claim work. | : 

Stevens L. Shea, planning engineer, 
also becomes an assistant group secre- 
tary. With the company 17 years, he 





R. K. Cowan H. L. Sullivan 


has been in the calculation and planning 
departments. He is an alumnus of 
Northeastern University and an L.O. 
M.A. associate. 

George G. Canney, who joined the 
company in the calculation department 
in 1929, becomes supervisor in charge of 
permanent life insurance and group an- 





S. L. Shea 


G. G. Canney 


nuities. He is an overseas veteran and 
M.A, associate. ‘ 

Roy K. Cowan becomes supervisor in 
charge of group accounting. A North- 
eastern graduate, he joined the com- 
pany’s mailing department in 1926, sub- 
sequently serving in the filing, cashier’s 
and accounting departments. He is an 
L.O.M.A. associate. 

Harold L. Sullivan, formerly assistant 
group manager, goes to the agency de- 
partment as an agency assistant. With 
the company since 1923, he is one of the 
few fellows of the L.O.M.A. institute 
and is the author of “Manual of the 
Optional Methods of Settlement.” 





Joins Home Security Life 


James M. Bates, actuary in the North 
Carolina department since April, 1947, 
and formerly with the actuarial depart- 


named chief actuary of Home Security 

Life at Durham. He succeeds D 

Morris, who resigned to become con- 

oe with the John Hancock Mutual 
ife. 


United Nat’l Names Ruch 


H. Foster Ruch has been appointed 
superintendent of agencies, ordinary de- 
partment of United National at Atlanta. 
Mr. Ruch started his insurance career 
with Atlantic Life at Huntsville, Ala., in 
1934, but transferred his efforts to At- 
lanta about five years ago in the general 
agency business. 


Old Line Names Secretary 


John W. Wilson has been appointed 
life agency secretary in charge of per- 
sonnel and correspondence by Old Line 
Life. Mr. Wilson received his B.A. de- 
gree at Marquette University earlier 
this year, having previously served in 
the air force and recently as a sales 
correspondent in an industrial firm. 











Travelers Promotes Three 


Travelers has promoted William T. 
Ryan and John F. Scott to assistant 
purchasing agents and Erskine E. 
Hamilton to assistant superintendent of 
the supply department. 





MacKenzie Agency Chief 


G. W. L. MacKenzie has been ap- 
pointed superintendent of agencies of 
National Life of Canada. He was form- 
erly agency manager at Vancouver. 


Conley Pacific Mutual Director 


Elmo H. Conley of the law firm of 
Gibson, Dunn & Crutcher, has been 
elected a director of Pacific Mutual Life, 
replacing the late Samuel M. Haskins. 
He served during the war as chairman 
of a federal tax panel and is now a 
member of the advisory committee to 
the joint committee of Congress on in- 
ternal revenue, 





Mortgage Chief 





Glenn W. McPherson has been ap- 
pointed manager of the British Columbia 
mortgage invest- 
ment office of Great- 
West Life. 

A graduate of 
University of Man- 
itoba and Manitoba 
law school, iMr. 
McPherson was 
called to the bar in 
1936 and_ subse- 
quently served on 
special assignments 
for the depart- 
ments of External 
affairs and justice, 
working exten- 
sively in England, 
Europe, U. S. and Canada during the 
past 10 years. He held the honorary 
rank of colonel as a member of the 
Canadian military mission to the allied 
control council at Berlin in 1945. 





G. W. McPherson 








Newark and Chicago Win 


Production Leadership 


The Newark branch office of Pru- 
dential won first place and the LaSalle 
ordinary agency of Prudential in Chi- 
cago, headed by A. Van Goldman, sec- 
ond in the United States in production 
of new paid business for the conference 
period August 1947 to August 1948, it 
was reported at the annual field confer- 
ence held at Los Angeles. 

A. W. Mattenson, special agent in the 
Chicago branch was No. 2 for individual 
paid volume in the United States and 
Canada. 

Two assistant managers also were 
honored, M. B. Bey and Alan D. Rosen- 
thal, both of the Goldman agency, as 
among the six leading managers, each 
with over six agents qualified in the 


ment of Metropolitan Life, has been conference period. 


YUM 
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A Blank Letterhead and Our ‘Miracle Letter’ 


Work Like Magic in Prospecting Leads 
OUR STARS PERFORM MIRACLES WITH MIRACLE LETTERS 


Here is a man* who never sold insurance before he came with us. 
But here's what he did on Miracle Letter Leads. 

In October (1948) he sold $167,000 of life insurance, and up to the 
tenth of November, he had sold $66,500 of life insurance —a total 
for the past forty-one days of $233,500. Magic, yes, but practical 
prospecting and producing! 


This is what he says about Miracle Letter leads: 
"They truly perform MIRACLES for me. They have enabled me 
to revolutionize my entire business life—to earn more than | ever 
dreamed of earning before. You don't even need insurance 
experience to build a business for yourself with the Miracle 
Leads backed up with Illinois Bankers Life Assurance Company 
sales methods and attractive policies." 


*(Name on request. Such a miracle could well be performed by you if you 
become a member of our happy family.) 


HERE’S STARDOM! 


"You are attacking the hardest problem the agent faces—the problem 
of prospecting,""—wrote another insurance agent who was tired of the 
humdrum of a mediocre existence and wished to become a star. Yes, 
our unique methods create leads and we make it possible for you to 
find a place in STARDOM. Write for our intriguing plan and learn of 
the general agencies still available. All correspondence confidential. 


Hugh D. Hart, Vice-President and Director of Agencies 


lilinois Bankers Life Assurance Co. 


Monmouth, Illinois * 


“THE HAPPIEST INSURANCE FAMILY IN AMERICA” 
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ACCIDENT AND HEALTH 





A.M.A. Declares War on 
Federal Health Insurance 


ST. LOUIS—American Medical Assn. 
at its annual meeting here launched a 
vigorous war on the compulsory sick- 
ness insurance program launched by 
Federal Security Administrator Ewing 
with the backing of President Truman, 
and. will back it up with a $3.5 million 
war fund, to be raised ‘by an assessment 
of $25 on each of its 140,000 members. 

The house of delegates adopted this 
resolution: “The American Medical 


Assn. reaffirms its belief in the appli- 
cation of the principle of medical care 
insurance on a voluntary basis. The 
A.M.A. has encouraged and assisted the 
development of the voluntary pre-pay- 
ment plan. Coverage is now being pro- 
vided throughout the country and pro- 
tection is being extended rapidly to an 
ever-increasing portion of our popula- 
tion.” 

A.M.A. rejected a proposal to en- 
dorse a national insurance company, to 
be formed by a merger of Blue Cross 
and Blue Shield, to provide voluntary 
prepaid medical and hospital care. 


PROFITABLE AGENCY OPENINGS IN 
ILLINOIS - INDIANA - MINNESOTA 


Several splendid opportunities are available to men who can 
qualify to represent us in the above territories. 


Here are some of the advantages: 


1. You work directly with 
headquarters—the home of- 
fice—no general agent to 
account to. 

2. Larger commissions. 

3. Close Company-Agency re- 
lationship. 


4. Flexible internal policy— 
allowing the fullest personal 
cooperation in meeting un- 
usual situations. 

. A well financed company 
with an excellent reputa- 
tion. 





Your choice of the following preferred risk policies: 


ORDINARY LIFE 
ENDOWMENT AT 65 


20 PAYMENT LIFE 
LIFE PAID UP AT 65 


Minimum Amounts $2,500 
: For Full Details Write 
NORMAN 8. ANDERSON, SUPT. OF AGENTS 


105 W. Madison Street 


Chicago, Ill. 


' An Old Line Legal Reserve Company 


RELIANCE 


MUTUAL 


- LIFE INSURANCE COMPANY 


OF 





ILLINOIS 











Branch Offices in 





the United States 


ATLANTA HONOLULU, T.H. PEORIA 
BALTIMORE INDIANAPOLIS PHILADELPHIA 
BOSTON JACKSONVILLE PITTSBURGH 
CANTON KANSAS CITY PORTLAND, ME. 
CHICAGO LANSING PORTLAND, ORE. 
CINCINNATI LOS ANGELES PROVIDENCE 
CLEVELAND LOUISVILLE RICHMOND 
COLUMBUS * MEMPHIS SAN FRANCISCO 
DAVENPORT MINNEAPOLIS SEATTLE 
DENVER NASHVILLE SPOKANE 
DETROIT NEW HAVEN ST. LOUIS 
GRAND RAPIDS NEW ORLEANS WASHINGTON, D.C. 
GREENSBORO NEWARK WILMINGTON 

SUN LIFE ASSURANCE COMPANY OF CANADA 

Established 1865 


MONTREAL 


FICE 








Dr. Raymond L. Zech of Seattle, 
chairman of a committee recommending 
the proposal, said he believed that the 
action of A.M.A. in rejecting the prop- 
osition would “throw cold water on the 
merger scheme.” 

As a substitute for the proposal by 
Dr. Zech’s committee, the house of 
delegates approved the formation of a 
national enrollment agency to coordinate 
all existing approved medical and hos- 
pital care plans. It also would help sell 
and distribute their services. 

Two years ago the A.M.A. sponsored 
establishment of Associated Medical 
Care Plans to encourage voluntary med- 
ical care and hospital group plans. How- 
ever, some of the medical men fear 
A.M.C.P. has been operating outside 
the limits suggested by the sponsoring 
organization. It has fostered Blue Shield 
plans and was also a supporter of the 
merger proposal for Blue Cross and 
Blue Shield. 





Overweights Present Extra 
Hazards as A. & H. Risks 


Acceptance of overweights as A. & H. 
risks was discussed at the November 
meeting of Home Office A. & H. Under- 
writers Round Table of Chicago, with 
William Franklin, Bankers Life & Cas- 
ualty, chairman, and William Bennett, 
Combined, secretary. 

Figures compiled indicate a very defi- 
nite trend toward excess mortality 
among overweights. Likewise, the sur- 
gical hazard is greater as is the accident 
hazard. Liver and gall bladder diseases 
increase appreciably; coronary and heart 
diseases about one-half; chronic nephri- 
tis about 134 times and diabetes from 
8 to 13 times. 

A. & H. insurance, of course, is more 
concerned with morbidity than with 
mortality figures. Mr. Franklin’s com- 
pany handles obesity on hospital poli- 
cies by writing with a rating range from 
20% to 50% in premium, depending on 
the degree of overweight. Experience 
indicates that this class of risk will 
give a loss ratio range from 15% to 
20% over standard risks. In cases in- 
volving extensive abdominal surgery, it 
has been the experience that an over- 
weight risk will remain in the hospital 
on the average 234 days longer than 
the average person undergoing a similar 
operation. 

Lee Eubanks, United, will be chair- 
man for the next meeting Dec. 16 and 
Henry Cashman, Federal Life, secre- 
tary. 


Stress on Approach at 
Okla. A. & H. Congress 


OKLAHOMA CITY — The accent 
at the sales congress of Oklahoma 
A. & H. Underwriters Assn. was on the 
importance of the approach in successful 
A. & H. selling. There were 106 in at- 
tendance. Arthur G. Thompson, Mutual 
Benefit H. & A., president Oklahoma 
association, was in charge. 

The opening address was by C. C. 
Fraizer, general counsel of H. & A. Un- 
derwriters Conference, who reviewed the 
history of A. & insurance, and 
touched on regulation by state laws as 
applied to the business today. One of 
the most’ important problems of the 
business, he said, is to get the agents to 
explain the policy to his prospect, so 


that the latter will understand the ben. 
efits it provides, and thus avoid dissat. 
isfaction at time of loss. 

V. J. Skutt, Mutual Benefit H. & A. 
conference president, speaking on “Op. 
eration Cooperation,” said that as the 
public becomes more “protection con. 
scious,” the A. & H. man must returp 
more definitely to fundamentals. He 
cited the art of approach as a major 
factor in selling. He recommended 3 
simple approach based on direct facts, 

An “Open Season on Ideas” was pre. 
sented by a panel under direction of J, 
Bryan Johnson, manager of Business 
Men’s Assurance, Oklahoma City. He 
was assisted by R. C. Kennan, manager 
Metropolitan Life, Oklahoma City; ¢, 
Fred Freel, vice-president Standard Life 
& Accident, Oklahoma City, and W. T, 
Johnson, supervisor of B.M.A., Tulsa, 

“Views of a New Man in the Bugj- 
ness,” presented by Wesley Jones, as- 
sistant executive secretary of the. Na- 
tional association, injected some ultra- 
modern ideas. He urged getting young 
men into the ranks, by contacting and 
interesting them as they graduate from 
college. 

Earl Putnam, president Canada H,. & 
A., was the closing speaker on “Com- 
mon Denominator of Success.” 


New “Non-Can” Company 
Organized at Indianapolis 


Disability Income is being organized 
at Indianapolis to write non-cancellable 
disability insurance. It will have paid- 
in capital of $100,000 and surplus of 
$100,000. Richard A. Calkins, general 
agent of Massachusetts Indemnity, is 
one of the main promoters and is slated 
for president. 

Directors include Dr. Harold C. 
Ochsner, head of the radiology depart- 
ment at Methodist hospital; Robert D. 
Coleman, attorney; C. Norman Green, 
accident and health department man- 
ager of Hoosier Casualty; Oren D. 
Pritchard, manager Union Central Life; 
J. Lowell Craig, Northwestern Mutual 
Life; Everett L. Fleck, district manager 
of Equitable Society. Dr. Ochsner is to 
be vice-president and Mr. Coleman, vice- 
president and counsel. 


Combat Federal Move 


ST. PAUIL—Minnesota A. & H. men 
this week took aggressive action to 
combat socialized medicine in this coun- 
try. At large meetings at St. Paul and 
Minneapolis sponsored by the Minne- 
sota A. & H. Underwriters Assn. and 
the two local associations they sought to 
inform the public of the economic cost 
and consequences of this form of so- 
cialism, 

Invited to the meetings were physi- 
cians, dentists, life ingress agents an 


others interested. O’Connor, 
managing director of Insurance Eco- 
nomics Society, was the principal 
speaker. 


A. & H. Assn. at Lansing 


LANSING, MICH. — Lansing Assn. 
of A. & H. Underwriters has been 
formed and an executive committee 
named from which officers will be cho- 
sen. The committee includes Keith 
Pardee, Mutual Benefit H. & A.; Emil 
Lambertson, Income Guaranty; Leroy 
Wolfe, Wisconsin National Life; J. P. 
Leatherman, Continental Casualty; 





pany agents. 


4 Ill. 





WANTED 


EDUCATIONAL DIRECTOR 


Combination company nearing one hundred million mark 
wants educational director for training combination com- 


Just completed new building having auditorium and all 
facilities for conducting up-to-date school. Address S-66, 
The National Underwriter, 175 W. Jackson Blvd., Chicago 
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George Tibbetts, Great Northern Life; 
Reed Jackson and Ben P. Stratton, Na- 
tional Casualty. : , 
Wesley J. A. Jones, Indianapolis, as- 
sistant executive secretary of the Na- 
tional association, spoke on the menace 
of federal socialization. He said the 
National association is watching the sit- 
gation and also legislation in the varjous 
states. He also reviewed plans for a 
speakers bureau and a public relations 
program to work through policyholders. 


Hike B. C. Rates in Va. 


Virginia Hospital Service Assn. (Rich- 
mond Blue Cross) has been granted a 
rate increase of 10% effective Jan. 1 by 
the state corporation commission. The 
association had asked for 24% increase. 
In asking for a rate boost the association 
sought authority to levy service charges 
against persons enrolling as individuals 
rather than through organized groups. 
This was denied. The increases are ex- 
pected to provide sufficient income for 
operating expenses and the’ setting aside 
of $100,000 a year to build up depleted 
reserves. 


Would Ban Cal. “Rackets” 


LOS ANGELES—Complaints_ con- 
cerning health insurance “rackets” that 
have been reaching the California depart- 
ment have resulted in Commissioner 
Downey recommending that legislation 
be introduced at the 1949 session ban- 
ning these rackets. Governor Warren is 
reported to have given his approval of 
the recommendations. 

The commissioner presented several 
cases for prosecution to district attor- 
neys who declined to act because the 
present insurance code does not cover 
the cases. 


Ellison Pittsburgh Speaker 

Edward W. Ellison, superintendent of 
agents of Aetna Casualty, will address 
Pittsburgh Assn. of A H. Under- 
writers at its Dec. 20 meeting. 


Milwaukee Party Dec. 18 


A. & H. Underwriters Assn. of Mil- 
waukee will hold its Christmas party 
Dec. 18, with youngsters from the Mil- 
waukee County Home for Dependent 
Children as guests. Gilbert A. Diehl, 
past president, is in charge. 











COMPANIES 


United Acquires 
Industrial Setup 
of Missouri Ins. Co. 


United of Chicago has submitted to 
stockholders the question of approval of 
a contract to reinsure the industrial busi- 
ness and monthly pay ordinary debit 
business of Missouri Ins. Co. of St. 
Louis. 

Missouri Ins. Co. has been in opera- 

tion 41 years and has an agency force 
of 400 with weekly debits in Illinois, 
Kansas, and Missouri, and an annual 
premium income of $4 million and assets 
of over $5 million. 
_ Missouri Ins. Co. expects to confine 
Its activities to the ordinary life and 
credit life, and A. & H. fields. Its agen- 
Cies in both of these departments are 
not affected by the sale of its industrial 
business to United. 








‘Assets To Be $14 Million 


The assets of United after the rein- 
surance will be approximately $14 mil- 
lion and indicated premium income for 
1949 in exicess of $20 million. 

It is planned to have J. D. Reeder 
who is an officer of the Missouri and 
former actuary of the Illinois insurance 
department, C, R. Gulley who is vice- 
President and agency manager, and all 
the Personnel who handled the industrial 
business of Missouri Ins. Co., join 


‘United. President H. G. Zelle and Vice- 


president-treasurer E. A. Schmid will 
continue as officers of the Missouri. 

After this reinsurance, United will 
have a weekly debit in excess of $300,- 
000; monthly accident sickness and hos- 
Pitalization exceeding $4 million per 
year, and life insurance in excess of 
$175 million. 

The consideration to be paid by 
United is 30 times the average total 
weekly premium debit of Missouri Ins. 
Co.; 12 times the total debit pertaining 
to all the monthly debit ordinary of Mis- 
souri in force as of Dec. 1; $15 per 
$1,000 of ordinary insurance in force 
that is to be conveyed, other than the 
monthly ordinary debit policies, and an 
additional sum of $32,500. 

It is believed that the total consider- 
ation will amount to about $2%4 million. 
It is provided that $250,000 shall be paid 
to Missouri Ins, Co. immediately and an 
additional $250,000 on Dec. 31. 

Then United will deliver to Missouri 
promissory notes made by Investors 
Finance & Thrift Corp., aggregating the 
remainder of the consideration with in- 
terest of 4%4 per cent. The note is to 
be paid off at the rate of $100,000 a 
month commencing July 1, 1949. 

Investors Finance & Thrift Corp. is 
closely associated with United and owns 
44 per cent of its stock. 

The only remaining stockholders of 
Missouri Ins. Co. will be H. G. Zelle, 
the president, and E, A. Schmid, vice- 
president and treasurer. They are bank- 
ers. All the minority stock is being re- 
tired. Missouri plans to concentrate fu- 
ture operations on its ordinary life, and 
credit life and A. & H. business. It will 
still have about $18 million of insurance 
in force and $3 million in capital-sur- 
plus. 


London Life Plans Addition 


London Life, London, Ont., will begin 
a seven-story addition to its head office 
building in 1949. When the existing 
structure was built, it was intended to 
accommodate 500 employes. The head 
office staff now exceeds 1,000. 








R. H. Macy & Co. sold its store prop- 
erty in Brooklyn to New York Life for 
$4 million and leased it back for a long 
period. 








New York Life Agents’ 
Advisory Council Named 


Members of the 1948-49 agents’ ad- 
visory counsil of New York Life elected 
at fall meetings of the company’s pro- 
duction clubs have been announced. 
They are: Josef E. Josephs, Charlotte, 
N. C.; E. H. Tetzlaff, Ventura, Cal.; 
Hugh L. Eichelberger, Clinton, S. C.; 
Eugene Lysen, Chicago; Alfred R. Aut- 
ry, Tulsa; Arthur R. Labusohr, Pas- 
saic, N. J.; William H. Powell, Buffalo; 
A. L. Atchison, Lexington, Ky.; Earle 
D. White, Allentown, Pa.; Syl L. Dein- 
inger, Dayton; Mrs. Rose C. Brasch, 
St. Louis; Frank W. Darrow, Albu- 
querque; John J. Walter, Sheldon, Ia.; 
Clarence W. Worth, San Marino, Cal.; 
Tom C, Logan, Seattle; Edward Mintz, 
Salinas, Cal.; Orrin R. Knutson, Min- 
neapolis; Dale Carmean, Wichita, and 
Roger B. Coffee, San Francisco. 

The council originated three years ago 
to determine problems of agents in the 
field. The council meets with company 
executives to discuss these problems and 
make recommendations. 


Honor Snyder in Cleveland 


Massachusetts Life honored Elmer W. 
Snyder, who started an agency in Cleve- 
land 45 years ago and built it up to a 
business with $108,000,000 on its books, 
at a luncheon with home office officials. 
A ceremony ‘was also held at the office 
of the general agency. Joining in the 
congratulations was Chester O. Fischer, 
vice-president of Massachusetts Life. 


President A. M. Burton of Life & 
Casualty, underwent an operation at 
Mid-State Baptist hospital, Nashville, 
and is making a good recovery. 








ONE calculator 
for EVERYTHING 


for EVERY type of Problem and EVERY type of 
Business...a Friden fully automatic calculator. 





GENERAL BUSINESS 












Business meeds answers ...to individual figure work 
problems. FRIDEN has these answers. Yes, there's a 
model of the size, price and capacity to fit your own 
requirements. Telephone your local Friden office for a 


demonstration. Try before you Buy - the Friden way! 


CONSTRUCTION 


Friden Mechanical and Instructional Service is available in approximately 250 ai 


Company Controlled Sales Agencies throughout the United States and Canada. 








PUBLIC UTILITIES 


CALCULATING MACHINE CO., INC. 


HOME OFFICE AND PLANT + SAN LEANDRO, CALIF., U. S. A.e SALES AND SERVICE THROUGHOUT THE WORLD 














THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS: ... 


@ Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 

@ Complete line of Life Insurance policy contracts from birth to age 65 with 
full death benefit from age 0 on juvenile policy contracts. 

©@ Complete line of Accident and Health policy contracts with lifetime benefits. 

® oe ag Family Hospitalization contracts with surgical, medical and nurse 

enefits. 
© Complete substandard facilities. 
@ Educational program for field man. 


Strong, Progressive Company 


Older than 85%, of all legal reserve life 
insurance companies 


Openings in California, Illinois, Indiana, Kansas, Michigan, Mis- 
souri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 
- ©, G, ASHBROOK, VICE PRESIDENT-DIRECTOR OF AGENCIES 


NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 
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NEWS OF LIFE 


ASSOCIATIONS 





List Zone Chairmen 


of Managers’ Group 


Walter R. Hoefflin, Pacific Mutual, 
Seattle, chairman of the general agents 
and managers committee of the National 
Assn. of Life Underwriters, has released 
the following list of zone chairmen of 
the committee: 

Zone 1, Harry Krueger, Northwestern 
Mutual Life, New York City; Zone 2, 
W. T. Craig, Aetna Life, Cincinnati; 
Zone 3, Ray H. Wertz, Reliance Life, 
Detroit; Zone 4, Paul Jernigan, Penn 
Mutual Life, Wichita; Zone 5, William 
L. Hardy, West Coast Life, San Fran- 
cisco, 

Bert A. Hedges, Business Men’s As- 
surance, Wichita, is a member of the 
group by reason of being/immediate past 
chairman of the committee. 





Coulson New Chairman of 
Kan. Leaders Round Table 


Kansas Leaders Round Table held 
its annual meeting at Wichita with more 
than 50 in attendance, including two 
women members. Maurice R. Coulson, 
Penn Mutual, Wichita, was named chair- 
man, succeeding John K. Rickard, 
Northwestern National Life, Hutchin- 
son. G. M. Shank, New York Life, Lib- 
eral, becomes vice-chairman and Paul R. 
Allen, Equitable of Iowa, president of 
Topeka Life Underwriters Assn., sec- 
retary. The next meeting will be held 
May 14 at Wichita at the: time of the 
annual meeting and sales congress of 
Kansas: Assn. of Life Underwriters. 

Clayton Mammel, home office general 
agent of Farmers & Bankers, Wichita, 
was program chairman. The opening 
program included two separate sessions 
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held simultaneously on “Usual and Un- 
usual Problems of Life Underwriting” 
and “Business Life Insurance.” Messrs. 
Rickard and Mammel presided. Don 
Mitchell, New York Life, Wichita, 2nd 
vice-president of the Kansas associa- 
tion, gave “A Clinical Report on a 
Partnership Business Life Insurance 
Case,” and Mr. Coulson “A Clinical Re- 
port on a Stock Retirement Case,” fol- 
lowed by William H. Welch, Jr., Con- 
necticut General, on “Employe Bene- 
fit.” The luncheon speaker was Harold 
Null, Wichita investment consultant 
and L. U. instructor. The closing 
address on “Down to Earth Estate An- 
alysis,” was by Corlett J. Cotton, North- 
western Mutual, Lawrence. Presiding 
at the closing session was Ray T. 
Wright, Provident Mutual, Lawrence, 
trustee of N. A. L. U. A lively ques- 
tion and answer discussién followed 
each* talk. 

An increase in membership of 25% 
was reported and a membership cam- 
paign was set up which is expected to 
result in a further increase of 25% the 
coming year. 





Seefurth Heads Committee 
on Saturday Forums ~ 


Plans are taking shape for the Satur- 
day morning sales forums of the Chi- 
cago “Assn. of Life Underwriters to be 
held in February. N. H. Seefurth of 
Northwestern Mutual has been ap- 
pointed chairman of the special com- 
mittee in charge, which is preparing a 
comprehensive program. There will be 
four of the Saturday sessions in Febru- 
ary, each from 10 a. m. to 12, with 
speakers who are authorities on their 
subjects and time provided for question 
and answer periods. 





Home Town Honors for Orr 


Clifford H. Orr, president of National 
Assn. of Life Underwriters, was honored 
by a luncheon of some 300 members of 
the Philadelphia association. Special 
guests included Dr. Ernest M. Hopkins, 
president of National Life of Vermont; 
D. Bobb Slattery, vice-president of that 
company; M. Albert Linton, president of 
Provident Mutual; Eric G. Johnson, vice- 
president of Penn Mutual; L. J. Doolin, 
vice-president of Fidelity Mutual; Wil- 
liam Elliott, president of Philadelphia 
Life; Walter K. Hardt, president of Gi- 
rard Life, and James E. Rutherford, ex- 
ecutive vice-president of N. A. L. U. 

Taylor B. Glading, president of the 
Philadelphia association, presided and in- 
troduced the special guests, and pre- 
sented to Mr. Orr a silver tray in recog- 
nition of his leadership in life associa- 
tion affairs. 

Mr. Orr responded with a talk on “To- 
day’s Challenge to the Underwriter.” 


Richie C. of C. Speaker 


Forest Richie of Grand Island, presi- 
dent of Nebraska Assn. of Life Under- 
writers, speaking at a chamber of 
commerce meeting at Columbus, Neb., 
said more than $2 billion of life insur- 
ance will be in force in the U. S. at the 
end of the year. 

The Norfolk and Columbus chambers 
of commerce and the Northeast Ne- 
braska Assn. of Life Underwriters co- 
operated in the program. 

Merle Lumadue of the Northeast 
Nebraska Assn. was program chairman. 


Tell Ind. Caravan Setup 


The Indiana Assn. of Life Under- 
writers caravan sales congress will in- 
clude four speakers on its one-day pro- 
gram in each of the cities it will touch, 
according to plans made at a general 
committee meeting at Indianapolis. A 
personal producer, a debit or combina- 
tion company man, a general agent or 
manager, and an institutional speaker 
will make up the speaking staff, which 
will appear at Greensburg April 6, In- 


dianapolis April 7, Muncie April 8, and 
South Bend April 9. The caravan is 


' planned as an annual activity of the 


association, to take the place of a single 
statewide convention as in the past. 





Californians Fete Solons 


The California State Assn. of Life 
Underwriters was host at a dinner to 
members. of the state legislature from 
northern California districts. Principal 
speaker was U. S. Senator William F. 
Knowland, who discussed possible devel- 
opments in Washington. F. J. Van 
Stralen, state association president, was 
toastmaster, and State Senator Byrl 
Salsman introduced the members of the 
state senate. Thomas A. Maloney, vet- 
eran legislator and insurance broker, 
presented members of the assembly. 
There were nearly 500 present. 


Dallas Schools See Film 


The junior and senior high school stu- 
dents of Dallas are now seeing the edu- 
cational film, ‘Sharing Economic Risks,” 
purchased jointly by Dallas Insurance 
Agents Assn. and Dallas Assn. of Life 
Underwriters. It shows how insurance 
works and defines insurance terms. 





Buffalo—Members will vote at the Dec. 
10 meeting on a by-laws amendment 
designed to permit a dues increase. In- 
stead of the dues scale being specified 
in the by-laws it will be fixed by the 
directors, subject to ratification by the 
members. Dan A. Kaufman, Northwest- 
ern Mutual, Indianapolis, will be the 
guest speaker at luncheon. 

Pittsburgh—Donald C. Blackwood, as- 
sociate general agent of National Life 
of Vermont at Pittsburgh, will discuss 
“Future Possibilities of Life Insurance 
Sell™mg,” at the Beaver Valley branch 
meeting Dec. 13 at 6 p. m. Paul F. Jim- 
irro, Metropolitan Life, spoke Wednesday 
at the meeting of the Washington 
branch. 

Los Angeles—Roy Ray Roberts, State 
Mutual Life, has been named national 
committeeman. He has served two 
terms as N.A.L.U. trustee. He has long 
been a leader in promotion of consumer 
education. 

The women’s division will meet Dec. 10 
to ‘view the film, “The Search for Se- 
curity,” produced by Institute of Life 
Insurance. Lena Steinberg, secretary, 
will speak on qualifications for the 
Women’s Million Dollar Round Table and 
national quality awards. 

Manitowoe, Wis.—A life underwriter 
must take his work seriously and couple 
it with sincere enthusiasm if he expects 
to be a success, A. Jack Nussbaum, 
Massachusetts Mutual, national commit- 
teeman and past president Milwaukee 
Assn. of Life Underwriters, told a joint 
meeting of the Manitowoc, Sheboygan 
and Appleton associations. Mr. Nuss-, 
baum explained techniques he has devel- 
oped in making contacts, uncovering 


problems that can be solved through the 
medium of life insurance, and present 
a plan that will fit the individual’s par. 
ticular needs. There is no substitute for 
effort, he emphasized, adding that the 
thing that counts is how many inte}. 
ligent interviews the agent makes, since 
those are the ones that pay off. 


Milwaukee—Russell C. Tomlinson, gr. 
head of the speech and dramatics de. 
partment at Lake Forest (IIl.) College 
and a special lecturer for Dale Carnegie 
Institute, will discuss “Developing 4 
Philosophy for Life Underwriting.” 


Kenosha, Wis.—John D. Moynahan. 
Metropolitan Life, Chicago, secretary 
N.A.L.U., was guest speaker at Racine. 
Kenosha Assn. . 

Albany—J. B. Hallett, attorney for Na: 
tional Assn. of Life Underwriters, spoke 
on “Dollars in Your Pocket.” 

Des Moines—Paul H. Dunnavan, Can- 
ada Life, Minneapolis, past chairman of 
Million Dollar Round Table, will speak 
Dec. 10. 

Salt Lake City—The December meet- 
ing was given over to a Christmas pro- 


gram. Awards were made to agencies 
with 100% membership. David O. Me. 
Kay, vice-president and director of 


Beneficial Life, spoke on “A Message of 
Peace.” 

Roanoke, Va.— Joseph F. Inman, assist- 
ant secretary of Life of Virginia, spoke 
on “What C.L.U. Can Mean to You.” 

Jackson, Mich.—The association is en- 
tertaining 20 children from the Pearl 
school at its Christmas party Dec. 15. 
Donald B. Cook heads the committee in 
charge. a 

Indianapolis—Mrs. Marion M. Hull, 
Mutual Benefit Life, has been elected sec- 
retary and Dan A. Kaufman, Northwest- 
ern Mutual, a director to succeed Nor- 
man R. Miller, resigned. Mrs. Hull has 
been a director. 

Cincinnati—A sales panel will feature 
the Dec. 17 meeting. R. Earl Denham 
of the Joseph M. Gantz agency of Pacific 
Mutual Life will be moderator. Five 
other insurance men will take part in 
the program. 

Grand Rapids, Mich.—Dr. Harry W: 
Dingman, vice-president and medical di? 
rector of Continental Assurance, spoke 
at a luncheon. He formerly practiced 
in Grand Rapids. . 

Kansas City—John D. Moynahan, Met- 
ropolitan manager at Berwyn, IIl., and 
secretary of N.A.L.U., addressed a lunch- 
eon. 

Boston—Fernand deHaerne, Quebec 
provincial manager of Northern Life of 
Canada, will speak Dec. 16 on “A New 
Market for You.” 

Washington, D. C.—Clifford H. Orr, 
N.A.L.U. president, is scheduled to ad- 
dress a luncheon meeting Jan. 19. 











Earl J. Furst has been made secretary 
of Commercial Benefit and Commercial 
Life of Phoenix. ; 
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Top Executive Agency Position Open 


in a financially sound and growing middle western company licensed in 
five states and selling Life, .Accident and Health, and Hospitalization 


The man we are looking for should be under 45, have organizational 
and sales ability and be especially capable of selecting, managing and 
training men. He must have leadership and the ability to cooperate 
and get along well with his associates. Both Home Office and Field 


If insurance is your field and you are interested in a position that pre- 
sents a challenge and excellent possibilities for building a career in the 
insurance business—this is your opportunity. 


We are prepared to pay well at the start to a man having the necessary 
abilities with later adjustments upward in accordance with accomplish- 


Write giving qualifications, experience, present earnings, references,.age. 
and health. Replies will be held in strict confidence if requested. Address 
R. P. Boardman, President, Wisconsin National Life Ins. Co., Oshkosh, Wis. 
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___ POLICIES 


George Washington Issues 
Two New Contracts 


Emry C. Green, president of George 
Washington Life, Charleston, W. Va., 
announced that a new family income 
plan and a new mortgage protection 
plan had been added to the rate book. 

The family income plan will be is- 
sued at ages 20 to 55 on a minimum 
basis policy of $2,500, and the family 
income period may be for 10, 15 or 20 
years. Waiver of premium may be 
added to cover the family income pre- 
mium. 

Only eight premiums will be payable 
on the 10 year family income period, 
12 premiums on the 15 year period, and 
16 premiums on the 20 year period. 
Monthly income may be either $10, $15 
or $20 for each $1,000 of basic policy. 
The provision may be added to any plan 
except term and juvenile. 

The mortgage protection plan provides 
reducing term insurance on the basis of 
a4%4% amortized loan and may be writ- 
ten for a 5, 10, 15, 20 or 25 year period. 
Four premiums are payable on the 5 
year plan., eight on the 10 year plan, 
12 on the 15 year plan, 16 on the 20 
year plan and 20 premiums on the 25 
year plan. 

Waiver of premium may be added to 
cover the mortgage protection premium. 
Mortgage protection is a term rider 
and $3,000 mortgage protection will be 
issued for each $41,000 basic policy, 
which may be on any plan except term 
and juvenile. This plan will be issued 
at ages 21 to 55. 


Gen’l American Starts 
A. & H. Dividends Jan. 15. 


General American Life will after Jan. 
15 begin payment of dividends on A. & 
H. policies under a plan inaugurated in 
1946. Credits are given at the end of 
the third policy year. Current dividends 
are equal to 5% of the annual premium 
and are credited on the anniversary date 
of the policy regardless of mode of 
premium payment. 








Home Life Continues Scale 


Home Life has continued the 1948 
scale for policy dividends payable in 
1949 except for minor changes resulting 
from the adoption of minimum dividend 
tates, applicable to certain old policies 
and from increases in certain cases. In 
part because of this and in larger part 
because of the greater volume of insur- 
ance in force, the total amount allocated 
to dividends for 1949 is 8% greater than 
for the preceding year. 


MANAGERS 


Richard W. Partridge 
Heads Boston Assn. 


Richard W. Partridge, for the last 12 

years Boston general agent for New 
England Mutual Life, and a qualifying 
member of the Million Dollar Round 
Table, was elected president of General 
Agents & Life Managers Assn. of Bos- 
ton at its annual meeting. 
_ Other officers elected were: Vice-pres- 
ident, Herbert W. Florer, Aetna Life; 
treasurer, Tower C. Snow, Connecticut 
Mutual; secretary, Willard L. Momsen, 
Northwestern Mutual; directors, Howard 
W. Whittaker, Metropolitan Life; Le- 
land T. Waggoner, Mutual Life; Robert 
B. Pitcher, John Hancock; Robert E. 
Turner, Equitable of Iowa; Sherrill A. 
Smith, Travelers; Thayer Quinby, Co- 
lumbian National Life. 


St. Paul Managers Elect 


_Newly-elected officers of St. Paul 
General Agents & Managers Assn, are 
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George J. Brown, Equitable of Iowa, 
president; Z. Willard Finberg, Great- 
West Life, and Roger B. Wheeler, vice- 
presidents; Paul H. Bixby, Connecticut 
General, secretary. 





Los Angeles Cashiers Elect 


Life Agency Cashiers Assn. of Los 
Angeles has elected as president Doug- 


las R. Mapes, Occidental Life; vice- 
president, Mrs. Lane Graves, Acacia 
Mutual Life; secretary, Miss Ruth 


Haine, Northern Life of Seattle; treas- 
urer, Miss Mary E. Bardsley, John 
Hancock Mutual Life. 





Harry J. Stewart, executive vice-pres- 
ident of West Coast Life, addressed the 
San Francisco Life Managers & Gen- 
eral Agents Assn. on L. I. A. M. A. 
activities in the past year. 

John Proctor, Jr., Jefferson Standard 
manager, addressed the Seattle Life 
Managers Assn. at luncheon on “Train- 
ing New Agents You Have Just Re- 
cruited.” 








Iowa Life Patronage 
Dividends Criticised 
(CONTINUED FROM PAGE 3) 
service agreements pay the local farm 
bureaus or supply companies a percent- 
age of the premium received from each 
county but produced by general agent 

and this special agents in the county. 

The examination report stated the 
amount paid was not predicated on the 
amount of actual services the local 
county farm bureau or local county farm 
supply company rendered but on the 
amount of business the general agent or 
special agents produced. 

The report continued that the insur- 
ance company should have the exclusive 
privilege to employ whom it pleases to 
work and act for it and compensate 
said persons according to the actual 
service rendered. It recommended the 
service contracts should be cancelled 
and replaced with contracts containing 
plans of payment which are on an equit- 
able basis. 

The present service contracts do not 
conform with state statutes covering 
disbursements of any domestic life in- 
surance company, the report stated, and 
“all expenditures made by the company 
must be traceable to exact items or to 
itemized accounts of actual services 
rendered, instead of abstract percent- 
ages to any organization or organiza- 
tions wherein there is no exact evidence 
as to the extent of such services or ben- 
efits performed.” 


Economic, Legal Problems 


in Purchase-and-Lease 
(CONTINUED FROM PAGE 83) 

company to retain the proceeds, to pay 
interest to her for life, and at her death 
to distribute the proceeds among her 
surviving children. She reserves power 
to withdraw the proceeds and change the 
designation of beneficiaries. Is this con- 
tract testamentary, and therefore invalid 
unless executed with the formalities re- 
quired in the execution of wills? 

Mr. Conner pointed out that the con- 
tract is not a life insurance contract in 
the ordinary sense since there is no life 
risk involved. The contract has been 
executed subsequent to the maturity of 
the policy. The payees named are third 
party donee-beneficiaries, and the donor 
reserves power to terminate the interest 
of such beneficiaries either by with- 
drawal or change of beneficiary. 


Reservation of Power 


The Rainey and Ellis cases correctly 
determine that a contract for considera- 
tion naming a third party donee-bene- 
ficiary, though it is to be performed 
after the death of donor, is enforceable 
by such beneficiary and is not rendered 
testamentary by reservation of power to 
terminate the interest of the donee- 
beneficiary during the life of the donor, 
Mr. Conner concluded. 


Authorities involving ante - maturity 


policy contracts are not safe from in- 
validity as testamentary merely because 
they are insurance contracts, he added, 
but because like other contracts for the 
benefit of third party donee-beneficiaries 
they vest an interest in such donee- 
beneficiary when executed. 

The only other basis on which a 
policy may be distinguished from a 
post-maturity contract is to assume that 
in disposing of policy proceeds insured 
does not dispose of his own property, 
whereas a beneficiary who is entitled to 
the proceeds but makes a contract as 
to their disposition is disposing of his 
own property. 


Voluntary Trust 


Authorities without exception hold 
that a voluntary trust is not rendered 
testamentary by the retention of a power 
of revocation. Such trusts on third party 
donee-beneficiary contracts are closely 
analogous and not subject to differentia- 
tion in so far as the power of termina- 
tion is concerned. 

The contract between insurer and ben- 
eficiary is such as to furnish every safe- 
guard against misinterpretation, misrep- 
resentation and fraud that would be fur- 
nished by compliance with the statute 


of wills and should be held non-testa- 
mentary as a matter of sound policy. 

If these conclusions are sound, he 
suggested, inclusion of a provision in 
the policy authorizing the first bene- 
ficiary to elect options and name con- 
tingent payees is unnecessary and serves 
no purpose. 

Similarly, it should make no difference 
whether the power reserved is the power 
to withdraw the proceeds or to change 
the beneficiary or both. In any event, 
the right of the main beneficiary is sub- 
ject to complete termination. 

The life insurance laws of Minnesota 
were reviewed by W. E. Rumble, counsel 
of Minnesota Mutual Life. 





Mail Charge Maneuver 


Federal Judge LaBuy at Chicago has 
taken under advisement a motion on the 
part of the four men who are under in- 
dictment on mail fraud charges in con- 
nection with operations of the old 
Westminster Life, for a bill of particu- 
lars to amplify the charges.. This mo- 
tion was opposed by the U. S. attorney’s 
office which argued that a mere read- 
ing of the A. & H. policy was all that 
was needed to comprehend the govern- 
ment’s charges. 





MEMORANDUM 


Re: Group Insurance 


TO: A Man With Technical Sales and Service Ex- 





perience In The Group Insurance Field 





FROM: A Company Contemplating Entering the 





Group Field 





IF for some valid reason you are considering a 
change in your position..... 


IF you feel your experience and background in the 
group field would qualify you to help us in 
organizing and training the sales end of our 
group activity ..... 

IF you feel that rather quickly you could “head 
up” group sales..... 


THEN WRITE US a letter giving the pertinent facts 


on your background, experience, age, etc. 


Address S-64, 

National Underwriter Co. 
175 West Jackson Blvd. 
Chicago 4, Illinois 








$390 to *6°° single 


1000 Rooms — 1000 Baths 








WHERE YOUR COMFORT COMES FIRST 


Here at the Prince George guests enjoy 
and genuine comforts seldom found i 
hotels. 1,000 spacious, tastefully furnished rooms, all with 
bath. Five famous restaurants and a cafeteria. Quiet, yet 
within 8 minutes of the shopping district. Low rates make 
the Prince George New York 
Write for booklet NUL. 


Single reom with path from §8.00 
Double room with bath from $5.00 






the homey | 
n other New Yor 












8 most outstanding hotel value. 








Prince George Hotel 


at 14 East 28th Street New Yorx 16, N.Y. 


Charles | 


Rogers 


Ir. ~. Manager 
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Urge Adoption of Changes 
to Tax Regulations 


(CONTINUED FROM PAGE 7) 


in the five condtions of paragraph (4d). 
Pxamples of the types of administrative 
requirements that will not qualify the 
proceeds for the marital deduction are: 
a provision in the contract that pay- 
ment of any sums payable may be de- 
ferred by the insurer at its option for a 


period not exceeding six months; provi- 
sions pertaining to endorsement of poli- 
cies or supplemental agreements, other 


recordings or notations in contracts or 
in files pertaining to such contracts; 
control by the insurer over the form in 
which an exercise of a power by the sur- 
viving spouse shall be made, or reason- 
able requirements of the insurer made 
for the purpose of determining its abil- 
ity and the payee or payees (including 
the estate of the beneficiary spouse) en- 
titled to payment under the policy by 
reason of the death of such spouse, such 
as a requirement that the election to 
exercise such a power be by written 
instrument received by the insurer at 
its home office during the lifetime of 
such spouse.” 

It will be apparent that such matters 
of administrative detail do not in any 
sense alter, abridge, hamper or restrict 
the beneficial enjoyment or degree of 
control by the surviving spouse, 

4. The second sentence of the next 
to the last paragraph of paragraph (d) 
of Section 81.47a of the regulations as 
presently proposed provides as follows: 

“The requirement that payment must 
commence ‘not later than 13 months 
after the decedent’s death’ will not be 
considered as violated solely By reason 
of a provision that proof of death must 
be submitted before the first payment is 
made, except in cases involving unrea- 
sonable delay in submission of such 
proof.” 

Presumably this provision was inserted 


in recognition of the contract provisions 
of some companies which provide that 
interset or installment payments will 
commence to accrue as of the date of 
receipt of proof of death of the insured 
or annuitant. Under these contracts 
eyen a short delay in the filing of proof 
of death may result in the first payment’s 
being made more than 13 months after 
the death of the decedent. Accordingly, 
we suggest that the above-quoted provi- 
sion be changed to read as follows: 

“The requirement that payments must 
commence ‘not later than 13 months 
after the decedent’s death’ will not be 
considered as violated solely by reason 
of a provision in the contract requiring 
the furnishing of proof of a decedent’s 
death as a condition to the making of 
the first payment, regardless of whether 
installments or interest payments under 
the contract commence to accrue as of 
the date of the decedent’s death or com- 
mence to accrue as of the date proof of 
decedent’s death is filed.” 

It will be observed that this suggestion 
removes the clause at the end of the 
first-above-quoted provision ‘except in 
cases involving unreasonable delay in 
submission of such proofs”. It is re- 
spectfully pointed ‘out that the time of 
furnshing proofs of death under a life 
insurance policy is virtually always 
within the discretion of the surviving 
spouse beneficiary. Accordingly, the sur- 
viving spouse cannot be deprived of 
benefits through the action of any other 
individual. In any case in which the 
spouse finds it impossible to submit 
proof, it may be presumed that the de- 
lay was due to reasonable circumstances 
beyond her control. Moreover, the “un- 
reasonable delay” test is inconsistent 
with the general philosophy of the law 
and is in conflict with other provisions 
of such regulations. 

It is felt that the retention of the 
“unreasonable delay” clause would in 
some cases have the effect of denying 
the deduction on grounds impossible to 
determine in advance. There is no guide 





‘Isn't It 
Wonderful, 
Sonny. 
FIDELITY LIFE 
Is Paying 

For Your 
Fractured Leg!” 


“Accidents Do Happen To Children" is 
the title of a convincing and interesting 
report on our recent dismemberment and 


fracture* claims ON CHILDREN. 


$1500 in accident claims on boys and 
girls at a cost of less than a $10.00 bill 
to their parents. No wonder this new 








FIDELITY LIFE ASSOCIATION, Fulton, iinois 


Life Insurance With Accident, Hospital and Disability Features 


feature is building sales for F.L.A. rep- 
resentatives. No wonder parents are 
becoming our best advertisers. 


*Dismemberment and fracture benefits pay 
specific sums for fracture or dismemberment 
of arm or leg, loss of eye sight, etc. Avail- 
able to boys and girls from birth on most 
F.L.A. Juvenile life insurance plans at a 
small extra cost. 
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set forth in the regulations as to what 
shall constitute an unreasonable delay 
nor can anything be done in the instru- 
ment by which the decedent passes quali- 
fying interest to his spouse to guard 
against unforeseen events transpiring 
after the death of the decedent spouse. 
By inaction on the part of the surviving 
spouse as beneficiary, a plan qualified 
in every respect for the marital deduc- 
tion may be defeated, if the ‘“unreason- 
able delay” test is allowed to remain 
even though such surviving spouse has 
at all times the special‘ powers required 
under code section 812(e)(1)(G). The 
existence of those powers in the instru- 
ment, even though not exercised, re- 
sults in any property to which she was 
entitled forming a part of her estate in 
the event of death. 

If, despite the foregoing, it is felt that 
some such “unreasonable delay” clause is 
necessary, it is suggested that the fol- 
lowing words be added at the end of 
our suggested substitution for the lan- 
guage now contained in the regulations, 
as follows: 

“* * *; provided, that in the latter 
event there is no unreasonable delay in 
the furnishing of proof of death.” 

5. Regarding section 81.47d(b), titled 
“Special Rule in Case Involving Com- 
munity Property”, it is provided under 
(3) that the amount receivable as insur- 
ance under policies upon the life of the 
decedent (to the extent included in the 
gross estate) is to be subtracted from 
the entire value of the gross estate to 
the extent “purchased with premiums 
or other consideration paid out of prop- 
erty then held by him and his surviving 
spouse as ‘community property’”. We 
presume that in the case of a transfer 
to the insured, without value, of the 
community interest of his spouse after 
premiums have been paid from commu- 
nity funds, the policy nevertheless will 
be construed as one regarding which 
none of the premiums were paid out of 
community property. Unless such a con- 
struction is adopted, an inequitable re- 
sult would follow. If there is any doubt 
regarding this construction, it could be 
resolved by the addition of the following 
sentence at the end of the second full 
oe Noyataiaatiaa paragraph in section 81. 
47d(b): . 

“In any case where the entire pro- 
ceeds of a policy receivable by the sur- 
viving spouse are included in the gross 
estate, no portion thereof need be sub- 
tracted in determining the “adjusted 
gross estate’.” 

We have one further observation, 
not of major importance, which we desire 
to submit. It appears to be the clear in- 
tent of the law-to regard proceeds of a 
life insurance, endowment or annuity 
contract payable in one sum, or payable 
under a deferred settlement arrangement 
involving no nonqualifying terminable 
interest, as clearly qualifying for the 
marital deduction under the general 
provisions of subparagraph (A) of code 
section 812(e)(1) in the same manner 
as any other item of property. How- 
ever, because of the specific reference to 
this type of property in subparagraph 
(G), it has been pointed out by a num- 
ber of company representatives that 
neither the law nor the regulations con- 
tains a specific statement recognizing 
this result. In other words, by the 
specific mention of life insurance, endow- 
ments and annuities in subparagraph (G) 
they suggest that the law casts doubt as 
to whether these types of property can 
qualify under the more general por- 
tions of the new law. All doubt could be 
quickly resolved by a sentence to be 
added as a third sentence of section 
81.47a(b)(2), as follows: 

“All or any portion or share of the 
proceeds of a life insurance, endowment 
or annuity contract payable in a lump 
sum to the surviving spouse if living at 
the death of the insured, or in such other 
manner as not to create a terminable 
interest as described in subparagraph 
(B) of code section 812(e)(1) shall be 
considered an interest in property pass- 
ing from the decedent to his surviving 
spouse within the meaning of subpara- 
graph (A) of code section 812(e)(1).” 

Reg. 105, Section 81.47d(b). In the 
next to last paragraph before “Example 
(1)”, which begins with the words “The 
surviving spouse is regarded as having 
.. .’, it appears that the word “and” 
before “(b)” should be “or”. The dis- 
junctive “or” instead of the conjunctive 
“and” appears proper here. 


Seven 1949 Regionals 


Wisconsin National plans to hold 
seven regional meetings in 1949, in the 
form of round table discussions covering 
sales ideas, company practices and ques- 
tion and answer forums in life and dis- 
ability insurance. They will be two-day 
meetings and all agents of the company 
will be invited to attend and participate. 
Home office representatives will attend 
each meeting. 


Shift Study Requirements 
LOS ANGELES — Commissioner 

Downey has amended the standards 

adopted in approving courses of instruc- 





tion by eliminating certain mandatory- 


insurance code sections which do not 


appear to be directly relevant. 


Lincoln Voices Opposition 
to Competitive Bidding _—_. 
(CONTINUED FROM PAGE 1) ~ 


some criticism by people who felt they 
were not as secure as securities that are 
a direct mortgage on the physical prop. 
erty of the borrower. He said experj- 
ence and established precedents lead to 
the conclusion that the right of repay- 
ment of a loan out of proceeds of liqui- 
dation or the right of approval or dis. 
approval of the terms of a plan F op. 
porate reorganization is no better for 
the bondholders owning a mortgage 
bond than for those who hold a properly 
constructed debenture instrument and 
loan contract. 


Dislikes “Unsecured Obligation” 


He said it was unfortunate that the 
phrase “unsecured obligation” came into 
vogue with the development of deben- 
ture financing, since it merely meant that 
no specific assets were pledged and was 
not meant to imply that the debenture 
holder lacked ultimate security for the 
repayment. The term “unsecured” con- 
tinues and the erroneous impression js 
all too prevalent that life companies lend 
money without having security for re- 
payment. Even government 
bonds are debentures, Mr. Lincoln point- 
ed out. Debenture loans to industry are 
often better than mortgages, since in an 
industrial operation the specific assets 
that are pledged may become obsolete in 
a few years, 

Following his talk Mr. Lincoln pre- 
sided over a forum at which a group of 
life insurance executives answered ques- 
tions on various aspects of the businéss, 
This will be reported in next week’s 
issue, as will the luncheon speech. 

Life production in 1948 will come 
within about 2% of the record volume 
of 1947 and will better 1946 by approx- 
imately 3%, Bruce E. Shepherd, man- 
ager, estimated in his report. New busi- 
ness will approximate $22,700,000,000— 
ordinary, $15 billion; industrial, $4,400,- 
000,000, group and wholesale, $3,300,- 
000,000. Group thus would be about 
3% above 1947, with new ordinary and 
industrial each about 2% _ below ast 
year. ; 

Amounts placed in force will exceed 
by nearly $15 billion the amount termi- 
nated in 1948, he said. There will be ap- 
proximately 78 million U. S. policyhold- 
ers. Insurance in force will have passed 
the second hundred billion dollar level 
in 1948, an increase in force of 8% in 
1948 and 86% since the end of 1938. 
This divides up 65% ordinary, 16% in- 
dustrial and 19% group. 

Sums paid or credited in the year to 
policyholders and beneficiaries will total 
$3,170,000,000, a new record, and higher 
than 1947 by 7%. About 55% will go 
to living policyholders. Assets will reach 
$55,400,000,000 at the end of the year, 
up 7%. 

He predicted a net increase of $6,527,- 
000,000 in outstanding corporate security, 
mortgage loan and real estate invest- 
ments, compared with an increase of 
$4,761,000,000 in 1947 and $2,346,000,000 
in 1946. In these two years the com- 
panies have placed in private enterprise 
investments all new funds and _ also 
sizable amounts of additional funds, he 
said. 

Big Drop in Governments 


The decrease in government bonds 
will be roughly $2,909,000,000 this year. 
Obligations of governments, federal, 
state and local and foreign, will repre- 
sent only 34.2% at the end of the year, 
contrasted with 50.2% immediately after 
the war. Real estate holdings increased 
about 50% in two years, but by the 
end of 1948 will total only $1,050,000,000, 
or 1.9% of assets. More than half the 
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real estate held by companies at year 
end will represent properties acquired for 
investment purposes. Roughly 30.2% of 
assets will be held in federal securities 
at the end of 1948, compared with a 
1945 peak ratio of 46%. The holdings 
of domestic state and local government 
securities will increase around 40% this 
year, reversing a downward trend which, 
though leveling off after 1945, had been 
jn progress seven, years. Their attrac- 
tion is due to yield and suggests they are 
again becoming of interest to insurers. 


Policy Loans Increase 


Policy loans will stand at about 
$2,075,000,000, which, after five succes- 
sive annual decreases, was a small in- 
crease last year and a somewhat larger 
increase this year. The 1948 earnings 
ratio is expected to be a little better be- 
cause of increased investments in private 

erprise. 

Pei ough Americans think of them- 
selves as the healthiest and most physi- 
cally fit nation in the world, there are 
approximately 23 million persons in the 
U. S. handicapped to some extent by 
disease, accidents and maladjustments, 
Dr. Howard A. Rusk, New York Uni- 
yersit College of Medicine, said in his 
talk. The country’s No. 1 medical prob- 
lem is chronic illness. 

Eugene M. Thoré, general counsel, 
reviewed legislation and important liti- 
gated cases and L.I.A. activities in con- 
nection with government departments. 
He mentioned the progress made in 
effecting coordination between activities 
of L.I.A. and American Life Conven- 
tion. 


Choose Elliott, 
Adams to Direct 


Life Counsel 


NEW YORK—Byron K. Elliott, vice- 
president and general counsel for John 
Hancock, was 
elected president of 
the Assn. of Life 
Insurance Counsel 
at the annual meet- 
ing here. He suc- 
ceeds Francis J. 
Wright, vice-presi- 
dent and general 
counsel of Midland 
Mutual Life. 

Vice-president is 
Robert A. Adams, 
general counsel of 
American United 
Life. ‘Charles G. 
Dougherty, associ- ‘ 
ate general counsel of Metropolitan, 
was reelected secretary-treasurer. 


Executive Committeemen 


Elected to the executive committee in 
addition to the officers and presidents of 








B. K. Elliott 


the last four years were: Louis W. 
Dawson, vice-president and_ general 
counsel General American Life; Wil- 


liam R. Shands, general counsel Life of 


Mail Order Men Submit Proposed Rules 


(CONTINUED FROM PAGE 1) 





add to state regulation to take care of 
problems at the state level, so as to 
obviate the necessity of super-imposi- 
tion of federal regulation. The all- 
industry committee is engaged in trying 
to work out at the state level for the 
industry what the Berge code under- 
takes to do for a small segment. Next 
week at the N.A.I.C. meeting, he said, 
there will be presented a statement of 
principles that will do what the Berge 
code undertakes to do, but for the 
whole industry and for all of its ac- 
tivities, not just mail solicitation. 


Paramount Legal Question 


Mr. Hubbard said there is a _ para- 
mount legal question under PL 15, that 
being whether the FTC has jurisdiction 
unless it can be established that there 
is lack of jurisdiction at the state level. 
Also if there some deficiency at the 
state level, it must first be determined 
that this is not being overcome. 

He said commercial travelers write 
$16 million in premiums and the other 
mail order insurers about the same 
amount. This compares with total A. 
& H. premiums of more than $1 billion. 
Hence mail order is a minute portion 
of the field, and he contended that com- 
panies operating by mail are the easi- 
est to control, because they are under 
the thumb of only one commissioner. 
Mr. Hubbard indicated that all that is 





Sickness Compensation 





In his report at the annual meeting 
of Life Insurance Assn. of America, Eu- 
gene M. Thoré, general counsel, said it 
is anticipated that in 1949 a number of 
cash sickness compensation measures 
will be introduced and while the asso- 
ciation will not sponsor such legislation. 
Model bills have been drawn, one mak- 
ing ‘provision for a competitive state 
fund and the other providing for private 
insurance. These bills will be used only 
where the occasion warrants. 








Virginia; Gerald M. Swanstrom, general 
counsel Northwestern Mutual and Lelia 
E. Thompson, attorney Connecticut Mu- 
tual. 

About 150 attended. E. A. Roberts, 
president Fidelity Mutual, substituted 
for Wilfred E. Rumble, counsel Minne- 
sota Mutual, in delivering a talk on the 
life insurance law of Minnesota. Memo- 
rial resolutions were passed in honor of 
the late E. J. McGivney, vice-president 
and general counsel, Pan American, and 
J. Armitage Ewing, Sun Life of Canada. 

Final talk on the program was on the 
legal aspects of insurance practices in 
regard to testamentary disposition de- 
livered by J. Verser Conner, general 
counsel Commonwealth Life. 
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official. He said FTC intrusion would 
constitute duplication of authority. 

Mr. Berge, in reply, argued that du- 
plication of authority is not an anomaly 
in the U. He expressed the belief 
that there are many concurrent powers 
in the insurance field. Litigation may 
be required to decide some of these 
issues, but he said he is confldent that 
there is a large residue of power in 
FTC to regulate mail order insurance. 
What he wants is to spell out the regu- 
lations and avoid litigation. He said it 
is questionable whether the states have 
dealt adequately with the problem or 
can do so. The complaints that have 
been made and the criminal prosecu- 
tions that have been conducted indicate 
he contended, that the states have not 
struck effectively at advertising in in- 
terstate commerce. What if there is 
duplication, he asked, so long as evil 
practices are eliminated and all hands 
abide by the code. It is unlikely that 
the states would promulgate rules that 
would clash with the federal code. 

In answer to insistent questioning 
about the identity of the members of 
A.I.A., Mr. Layne read the names into 
the record, they being: National Protec- 
tive, Kansas City; Old American, Kan- 
sas City; North American Mutual, and 
Mutual Hospitalization, Delaware; 
American Life & Accident, St. Louis; 
Service Life, Omaha; Bankers Life & 
Casualty, Chicago; American Farmers, 
Reliance Life & Casualty, Bankers Na- 
tional, and Consolidated, Phoenix, 
Ariz.; Northern Trust Life, Aurora, III. 

Commissioner Harrington of Massa- 
chusetts emphasized the fact that the 
Berge code would apply to all forms 
of insurance and yet the rules were 
drawn with A. H. and life insurance in 
mind and are not pertinent to auto in- 
surance, etc. Insurance Director Stone 
of Nebraska said the Berge code covers 
all that use the mails and covers every 
field of insurance without qualification. 

Mr. Berge said that he advocates the 
same kind of treatment for other phases 
of insurance. He said his code would 
be applicable in large measure to other 
insurance operations, but his primary 
interest is in the A.I.A. “We bit off 
as much as we could chew. If other 
phases of the business don’t seek pro- 
tection they will get hit by adversary 
proceedings. Here is a way to find 
out what the FTC act means.” 


More Than Code of Ethics 


Mr. Hubbard said his companies will 
never violate any code of ethics. But, 
he declared, there is far more involved 
here than a code of ethics. He voiced 
the belief that FTC doesn’t have the 
power to act because the states have 
the authority to regulate. 

George Manzelmann, North Ameri- 
can Accident, said he endorses state 
supervision. There is nothing in the 
Berge code that most insurance compa- 
nies could not abide by, but he asked 
why a dozen companies should be able 
to come in and promulgate rules that 
affect everyone. Any such rules, he 
contended should be made to apply spe- 
cifically to mail order A. & H. and life 
companies. 

The commissioners have been strug- 
gling with the problem for years and 
yet here there is an attempt to settle it 
in five minutes. 

Mr. Berge said although he is primar- 
ily interested in life and A. & H., he 
doesn’t object to having FTC rule on 
the question of limitation. 

Walter J. Cox of National Mutual 
Church, a fire insurer of Chicago. in- 
sisted that agency companies should be 
brought under the code, since many 
agency companies use the mail more 
than does National Mutual Church, 
which has no agents. The Berge code, 
he declared, should apply to the whole 
industry. representative of Cuna 
Mutual also made the same point. 

Mr. Miller said FTC, at this point, 
has not assumed jurisdiction in the 


agency field, on the theory that if a 
company operates. through agents there 
is some control at least by the state 
which has authority over those agents. 

In responding to prompting from 
Mr. Berge, Mr. Miller said he does not 
admit that the scope of FTC is limited. 
In referring to agency companies he 
said he was only speaking of the pres- 
ent conference. 

Here are the proposed rules: 

The following trade practice rules are 
suggested by Assn. of Insurance Adver- 
tisers for consideration by the mail or- 
der insurance industry. The mail order 
insurance industry for the purpose of 
these rules, would include those persons, 
firms, corporations, associations and or- 
ganizations engaged in that type of in- 
surance business in which the sale of the 
insurance is promoted and_ effected 
through the use of the mails or other in- 
terstate communication or facility with- 
out the employment therein, within the 
state of the purchaser or prospective 
purchaser, of personal solicitation by li- 
censed agents of the insurer. 

These suggested rules would be ap- 
plicable to those insurance transactions 
within the jurisdiction of the federal 
trade commission, 

For the purposes of the rules, the fol- 
lowing definitions shall apply unless a 
different meaning is indicated. 

(tr) The term “advertise” or “adver- 
tisement” means any form of presenta- 
tion in interstate commerce, including 
letters, sample copies of policies, testi- 
monials, commendatory endorsements, il- 


SKILLED 
WORKMEN 


Underwriters must possess full 
knowledge of their business to properly 
and profitably serve policyowners and 
prospects. 





Ten Training Supervisors are engaged 
in schooling Life of Virginia’s district 
representatives by on-the-job training 
in prospecting and selling. 


Home office schools, conducted peri- 
odically, are part of this company’s 
Career Training program for agency men. 


Trained underwriters are enthusiastic 
underwriters. Three hundred and sixty- 
seven million dollars of new insurance 
delivered in 1946 and 1947 evidences 
the enthusiasm of Life of Virginia’s 
representatives and demonstrates the 
effectiveness of their training. 
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lustrations, and depictions distributed or 
published by mail, newspapers, maga- 
zines, radio broadcasts or other medium 
of communication which: 

(a) Is used in selling or soliciting the 
sale of a policy or policies when the 
sale or method of sale does not involve 
or result from personal solicitation of 
the prospective purchaser by a licensed 
agent of the insurer; and 

(b) Purports to describe all or any 
part of the losses or causes of loss in- 
sured by a policy or the benefits pro- 
vided thereby. In no case shall the ref- 
erence in material soliciting inquiries for 
further information or in premium, re- 
instatement, or renewal forms to the 
name, title or type of policy be con- 
sidered a description of the losses or 
causes of loss insured or benefits pro- 
vided by the policy; and 

(c) Is not a personal or individual 
letter and contains no material relating 
to the losses or causes of loss covered 
by the policy or benefits provided thereby 
designed for general distribution. 

(2) The term “benefit” means any 
amount provided or promised under any 
policy for any loss or event for which 
insurance is provided thereunder, how- 
ever, described in the _ policy, and 
whether in the form of a fixed sum pay- 
ment or monthly or other periodic pay- 
ment and whether payable with or with- 
out respect to any actual pecuniary loss. 

(3) The term “cause of loss” means 
every accident, sickness, or other event 
to which the coverage of a policy ex- 
tends. 

(4) The term “loss’ means any con- 
dition of a physical or mental impair- 
ment, including death, by reason of or in 
respect of which benefits are payable. 
Rule 1—Deception (General) 

It is an unfair trade practice to use 
advertisements which reasonably have 
the capacity and tendency or effect of 
deceiving purchasers or prospective pur- 
chasers as to the losses or causes of 
loss insured or benefits payable under a 
policy. , 

Rule 2—Exception and Reductions 
in Policies 

It is an unfair trade practice to ad- 
vertise losses or causes of loss included 
or benefits payable under a policy with- 
out disclosing unusual exceptions or re- 
duction which relate to the losses, causes 
of loss or benefits mentioned in such ad- 
vertisement. Such exceptions or reduc- 
tions to be indicated include, among 
others, diseases not common to both sexes, 
housewives not gainfully employed away 
from home, persons covered by work- 
men’s compensation or employers’ lia- 
bility statutes, or the exclusion of any 
occupational group, or the limitation of 
benefits payable to the female sex in a 
less amount than payable to males for 
losses arising from the same causes of 
loss. This rule shall not be construed to 
require the mention of exceptions or re- 
ductions which do not affect the losses, 
causes of loss, or benefits mentioned in 
the advertisement, or which are stand- 
ard provisions and are generally included 
as exceptions or reductions to the in- 
surer’s liability. 

Rule 3—Deceptive Set Up of Things 
Required To Be Disclosed 

It is an unfair trade practice to set 
forth in an advertisement anything re- 
quired to be disclosed under these rules 
in such an obscure manner that the im- 
port thereof is not reasonably under- 
standable. 

Rule 4—Names or Titles of Policies 

It is an unfair trade practice to ad- 
vertise a policy under any name, title, 
or description which may be deceptive, 
or misleading with respect to the losses 
or causes of loss insured or benefits pay- 
able under the policy, as, for example, 
“all-coverage” in reference to limited 
policies; “hospitalization” in reference 
to policies paying insignificant sums for 
hospitalization or additional benefits for 
hospitalization caused only by unusual or 
unique accidents or sicknesses. 

Rule 5—Medical Examination 

It is an unfair trade practice to ad- 
vertise that a policy will be issued 
without regard to the health or physi- 
cal or mental condition of the insured 
at the time of issuance of the policy if 
the practice of the insurer, as a condi- 
tion to the payment of benefits, is to 
investigate or demand proof that the 
insured was in good health and was free 
from disease or physical or mental dis- 
ability at the time the policy was is- 
sued; provided, that it shall not be a 
violation of this -rule to state that a 
policy is issued without preliminary 
medical examination if the insured is 
not physically examined prior to the is- 
suance of the policy, and (a) the insurer 
can deny liability for payment of bene- 
fits only in the event the insured in- 
duced the issuance of the policy by 
falsely concealing a physical or mental 
disability or disease which caused or 
contributed to the loss for which bene- 
fits are claimed, or (b) the extent of the 
right, if any, reserved to the insurer to 
investigate, subsequent to the issuance 
of the policy, the question of the in- 
sured’s freedom from disease or physical 
or mental disability, is also stated in the 
advertisement. 

Rule 6—Maximum and Minimum Benefits 
for the Same Loss 

It is an unfair trade practice to adver- 
tise the maximum benefits provided by 
the policy for any loss if the policy pro- 
vides both maximum and minimum bene- 
fits for the same loss, unless (a) such 
advertisement gives equal prominence to 


both maximum and minimum figures or 
(b) such advertisement states the condi- 
tions under which the maximum benefits 
will be paid for the loss. Phrases such 
as “up to” and “as much as” when used 
to indicate amounts of benefits payable 
under a policy shall be used only in 
connection with both minimum and maxi: 
mum amounts and only if the policy pro- 
vides intermediate amounts between the 
maximum and minimum amounts for the 
same loss, 

Rule 7—Replacing Lost Income, 
Payment of Expenses 

It is an unfair trade practice to ad- 
vertise that, unles otherwise provided by 
the policy, a policy will provide all costs 
of hospitalization or medical expense or 
that the payment of benefits will replace 
all lost income by reason of death, ill- 
ness, hospitalization, or medical atten- 
tion, or that the payments will continue 
so long as the incapacity lasts. It shall 
not be a violation of this rule to adver- 
tise or represent that the policy pays the 
amount of such cost or expense, or re- 
places lost income if it is a fact that 
the policy does provide indemnity or re- 
imbursement for the actual amount in- 
curred or expended on account of such 
hospitalization or medical attention or 
loss of income during disability and any 
maximum limit of indemnity or reim- 
bursement is indicated. It shall not be 
a violation of this rule to state that 
benefits may be used to “help pay ex- 
penses” or to make comparable state- 
ments which clearly indicate that such 
benefits are not represented as actually 
paying or replacing all lost income or 
all the cost or expense of hospitaliza- 
tion as medical attention. 

Rule S—Benefits, Losses and Causes of 
Loss Not Applicable to All Ages 

It is an unfair trade practice to ad- 
vertise benefits, losses or causes Of loss 
not applicable under the terms of the 
policy to all age groups to which the 
policy is issued without disclosing the 
age group to which the benefits, losses 
or causes of loss mentioned in the ad- 
vertisement are applicable. 

Rule 9—Limitation in Time or Amount of 
Benefits Payable < 

It is an unfair trade practice to adver- 
tise benefits payable under a policy with- 
out disclosing the limitation of time over 
which benefits will be paid or the num- 
ber of payments which will be made if, 
by the terms of the policy, payments of 
benefits are limited by time or in num- 
ber. 

Rule 10—Benefits Payable Only for 
Specific Losses or Causes of Loss 

It is an unfair trade practice to adver- 
tise benefits payable only for specific 
losses or causes of loss without disclos- 
ing such specific losses or causes of loss 
in terms which fairly convey their na- 
ture, provided that in so doing it shall 
not be necessary to specify all of the 
losses or causes of loss for which the 
advertised benefits are payable. . 
Rule 11—Time Lapse or Lag Contained 
in the Policy 4 

It is an unfair trade practice to ad- 
vertise the operative date of the policy 
or time when benefits will begin to ac- 
crue without disclosing any time lapse 
or lag between the date of the issuance 
of the policy and the time the policy 
provides coverage for the loss, cause of 
loss, or for the payment of the benefits 
advertised; or the period of time after 
the occurrence of any loss or cause of 
loss before the benefits advertised be- 
gin to accrue, if the policy makes cov- 
erage or the payment of benefits depend- 
ent upon such time periods. 

Rule 12—Benefits Paid and Premiums 
Received 

It is an unfair trade practice to ad- 
vertise the total amount of payments of 
benefits made by the insurer to all pol- 
icyholders under all types of policies is- 
sued by the insurer in such position 
or context that it may be construed to 
relate to less than all types of policies 
issued by the insurer; or advertise the 
total amount of payments made by the 
insurer to policyholders in connection 
with any one or more types of policies is- 
sued by the insurer without disclosing in 
such advertisement the total amounts of 
premiums received by sucn insurer under 
such policies. 

Rule 13—Imitation of Trademarks, Trade 
Names, Ete. 

It is an unfair trade practice to use 
in an advertisement imitations or simu- 
lations of trademarks, trade names, pol- 
icy names, or advertising material of 
competitors, with a capacity and ten- 
dency or effect of misleading or deceiv- 
ing purchasers or prospective purchasers 
in regard to the identity of the adver- 
tiser. 

Rule 14—Savings Effected by Selling 
Methods 

It is an unfair trade practice to ad- 
vertise that a policy is sold at a small 
cost or at a less cost than other policies 
because of savings effected by the 
method in which the policy is sold, un- 
less such small cost is attributable to 
savings effected through such selling 
methods. 

Rule 15—Approval or Regulation of Ad- 
vertisement by Post Office Department 
or Federal Trade Commission 

It is an unfair trade practice in any 
advertisement to represent or infer that 
the advertisement or policy is approved 
by or is under the supervision, control, 
or regulation of the Post Office Depart- 
ment by reason of Postal Laws and 
Regulations or of the Federal Trade 


Commission by reason of statutes under 
its jurisdiction. 

Rule 16—Advertisi Reference t 
Provisions ~— — 

It is an unfair trade practice to uge 
a misleading or deceptive statement in 
an advertisement even if the policy of 
insurance is referred to in the advertise. 
ment, attached thereto or in the posses. 
sion of the prospective purchaser. 

Rule 17—Defamation of Competito 
Disparagement of Their Products = 

It is an unfair trade practice to aq. 
vertise by falsely imputing to competij- 
tors dishonorable conduct, inability to 
fulfill contracts, questionable  cregit 
standing, or other false representations 
or the false disparagement of the com: 
petitors’ policies in any respect, or of 
their business methods, amount of pre. 
miums, benefits, values, credit terms, or 
service, : 
Rule 18—Deceptive Testimonials 

It is an unfair trade practice to use in 
an advertisement a testimonial or pur- 
ported testimonial or representation with 
respect thereto, which is false, mislead. 
ing,or deceptive, or to cause any testj- 
monial of part thereof to be used in such 
manor effect of misleading or deceiving 
prospective purchasers into the belief: 

(a) That the testimonial was given 
without solicitation or payment therefor 
when such is not the fact, or 

(b) That the testimonial is a bona 
fide and genuine testimonial given by a 
person whose name is used in connec. 
tion therewith, when the testimonial w 
not given with respect to the particular 
policy or policies to which it purports 
to relate, or when the testimonial] js 
otherwise inapplicable or misleading or 
deceptive. 

In order to avoid deception in the 
use of bona fide and genuine testj- 
monials, the complete testimonial should 
be given wherever practicable, and 
words, phrases, sentences, or _ other 
parts of such testimonial shall not be 
separated from their context or re- 
arranged or otherwise used in such man- 
ner as to have capacity and_ tendency 
or effect of misleading or deceiving pur- 
chasers or prospective purchasers jn 
any respect. 

Rule 19—Sicknesses Covered by Health 
Policies 

It shall be an unfair trade practice 
to advertise as a cause of loss insured by 
a health policy,, sicknesses or physical 
conditions not ever or rarely found in 
the age groups covered by the terms of 
the policy or which rarely if ever would 
occur because of restrictive provisions in 
the policy; as, for example, whooping 
cough and chicken pox in the case of 
policies issued only to persons more than 
17 years of age; leprosy or _ bubonic 
plague in the case of policies issued only 
id persons resident in the U. S. and Can- 
ada. 

Rule 20—Identical Sicknesses or Physical 
Conditions in Health Policies 

It is an unfair trade practice to adver- 
tise as a cause of loss insured by a pol- 
icy, the same diseases or physical con- 
ditions by the use of synonymous terms 
as though they referred to separate and 
distinct afflictions. 

Rule 21—Medical Attention or Confine- 
ment in Health or Accident Policies 

_It is an unfair trade practice to adver- 
tise losses covered by a health or acci- 
dent policy without disclosing the neces- 
sity of the receipt of medical attention 
or disabling or confining effect of the 
loss, if, by the terms of the policy, the 
payment of benefits is dependent upon 
the receipt of medical attention or con- 
fining or disabling effect of the loss. 
Rule 22—Financial Condition or Solvency 
of the Insurer 

It is an unfair trade practice for any 
advertisement to contain representations 
or implications which are misleading or 
deceptive concerning the financial condi- 
tion or solvency of the insurer. 
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_.. IN LIFE UNDERWRITING, TOO! 


ORGANIZED 





Just as good interference is important on the gridiron, it 
plays a vital role in life underwriting. We believe that 
our national advertising, appearing regularly in Collier’s 
and The Saturday Evening Post, does an excellent job 
-of running interference for Mutual Benefit underwriters. 
Combined with the thousands of personalized reprint 
folders which our underwriters use each month to 
identify themselves with this advertising in their home 
towns, our national campaign helps them win new 
friends, new clients. 


Does this advertising build underwriters’ confidence? 
Enthusiastic reports from our men tell us that it’s 
a definite help in building prestige... in opening 
doors to easier prospecting, easier sales. And, in life 
underwriting, that’s the kind of confidence that counts. 
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‘Work...but Worth It’ 


“Sure is hard work—buying a home and keeping it up. But I'll 
work twice as hard . . . mow I know it’s ours for keeps. 
Yesterday, I signed the application for Mortgage Insurance— 
another link in a program I’ve worked on since I was old enough 
to vote. Now I know that this piece of land—and all the 
improvements I can put on it—will belong to my family as long 
as any of us live.” 
yvrowvyr 


Selling insurance is work, too . . . but worth it! The 
income is good. Money couldn’t buy the feeling you get when 
you drive along the street and realize that this family 

and thatone . . . and others allovertown . . . are 
secure and happy because of you. It’s not like some jobs. A bad 
break can’t wipe it away over night. The thing builds. Income 
and satisfaction grow naturally and steadily over the years. 
Nobody can take either away from you. 




















ATNA LIFE INSURANCE COMPANY 


Affiliates: Etna Casualty and Surety Company 
Automobile Insurance Compsay + Standard Fire Insurance Company 


HARTFORD 15, CONNECTICUT 





